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LIFE INSURANCE OPENS 


HALF YEAR OPTIMISTIC | 


Past Six Months’ Record Shows | 


What Can Be Done Despite 
Handicaps 


3ITUATION IS UNCHANGED | 


Business Conditions Are the Same, with 


Liquidation Probable, But Life 
Business Is Unaffected 
NEW YORK, July 19.—Life insur 


ce enters the second half of 1928 with 
ich the outlook that 
ened the year, except for an increased 
timism to this 
}in the face of conditions not so thor- 


as whick 


same 


as what business can 


whly optimistic in other fields. During 


insurance 
the 


1 
» half vear just closed, life 
me through with ‘flying colors, 
isiness as a whole, nation-wide, enjoy- 
the 
une period of 1927. This in spite of a 
sneral business condition which, at 
st, can be called fair. And, as greater 
idence still of the powers of those in 
e life business, New York territory, 
ere conditions are no better than 
sewhere, enjoyed an increase of prob 
at least twice that, some estimates 
butting New York gains for the halt 
wr at 25 percent. 


Conditions Little Changed 


g an increase of 7.3 percent over 


\nd now the half-way mark is passed 
da new half year is entered. Nor is 

future approached with less misgiv- 
ng than was the year, for those in 
keneral business. Life insurance, how- 
ver, with a half year of accomplishment 
ehind it, should have no qualms as to 
e final reports which will be presented 
t the opening of 1929. There is the 
ame atmosphere of uncertainty exist- 
mg today, however, and business and 
look forward with the same 
lestioning glance as was seen in Janu- 
ty. The stock market has gone through 
period of phenomenal inflation in these 
Xx months and once again is set for 
widation. Declines this mid-year have 
teady been sufficient to cause no small 
ount of apprehension, and many pre- 
t still further declines. Business holds 
‘about the same uncertain level of six 
nths ago. The automotive industries, 
‘of the giant groups in the country 
l credited with a vast influence on 
general business, have come through 


ance 





’ past six months with a marked im- | 


‘ovement over the same period of last 
‘ar and yet even this is now discount- 
1 to some extent by a falling off in 
id-year production. Also, the taut situ- 
nin the financial phase of the auto- 
tuture development of the business 
one predicts great decreases, but 
‘ly predict stability at the present 
el, with gains no longer to be sought. 
Some degree of gloom pervaded the 
ent report of Col. Leonard P. Avres, 
e-president of the Cleveland Trust 
*mpany, which has been given nation- 









bile business gives cause to question | 
| gineering 


GROUP LIFE INSURANCE 
SHOWS NOTABLE GAINS 


IS NOW HITTING NEW PACE 


First Half Year Gained 43 Percent; 


68 Percent in June; 349 Percent 


in May 
NEW YORK, July 19.—Group life 
insurance has seemed to find its “second 


wind” and is now forging ahead at an 


unprecedented pace. Fitting itself into 
new industrial programs and becoming 
a definite factor in the social-economic 


phase, group insurance is now going on 
the books at a monthly rate which near 
ly equals the annual rate of not many 
years ago. For the first half of 1928 
this branch of the business has enjoyed 
an increase of 43 percent over that ot 
the same period in 1927. This has been 
accomplished in spite of a very slow 
beginning in 1928, January showing a 
decrease of 50 percent. As the months 
followed, however, the business gained 
momentum, until the peak was reached 


in May, and has been very nearly 
equaled in June. In May alone $205,- 
000,000 of new group business was put 


on the books, a gain of 349 percent over 
the same month of 1927. In June the 
total of new groups was $113,700,000 
which was a gain of 67.7 percent over 
June of 1927. As many group managers 
have pointed out, this class of business 
has only recently come into recognition 
as a vital factor in industrial manage- 
ment, and as this recognition grows 
the business will continue to pyramid 
itself in this manner. 


wide publicity. Col. Ayres believes that 


the country enters the second half of 
1928 with a changed outlook. He be- 


lieves that the era of credit inflation has 
passed and that the money market just 
now is preparing to get back to normalcy 
He points to an unprecedented number 
of credit accomplishments in the past 
five years, the building boom, the Flori- 
da boom, a continuous bull market, vast 
extension in installment selling, enor- 
mous highway building projects and the 
like. He then states that the credit sup- 
ply has been exhausted and must once 
again return to the actual money level- 

which the market is now doing and will 
continue to do during the six months to 


follow. 


See Normal Business 


= 
To offset this report is one from the 
National Conference of Business Paper 


Editors and the Associated Business 
Papers, which reviews the half year 
just finished and looks with optimism 


into the future. This report states that 
the first half year was normal and sat- 
isfactory and the prospects are good fo: 
improvement. Some few _ industries, 
notably coal, have been going through 
difficulties and still face trouble, but on 
the whole the business world looks for 
ward with optimism. Building and en- 
construction has new 
high pace, 25 percent ahead of last year, 
and this field is expected to set a new 
high level as standard annual work and 
maintain that. It reports that the auto 
mobile industry is back on its feet and 
advancing rapidly, with the Ford re 
(CONTINUED ON PAGE 25 
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S. T. WHATLEY LOOMS AS 
VICE-PRESIDENTIAL CHOICE 


MAY LEAVE PRESIDENCY WAIT 


Life Agent 
Would Prefer First to Serve Year 


Chicago Aetna General 


as Second Officer of National 


Many of the friends of S ] W hat- 
ley, general agent of the Aetna Life 
in Chicago, have been mentioning him 
as a possible candidate for the presi- 
dency of the National Association of 
Life Underwriters, the annual meeting 
of which will be held in Detroit Sept. 
12-14. It is believed by numerous life 
insurance men in the middle west that 
Mr. Whatley would ideally represent 
western life insurance on the national 
roster. He is successful and aggres- 


sive and has a winning personality. 

Mr. Whatley’s own idea, however, is 
that it is premature mention him in 
connection with the presidency of the 
National association, and that it would 
be more proper to have his name pre- 
sented as a candidate for vice-presi- 
dency. A year as vice-president would 
give Mr. Whatley ample time in which 
to familiarize himself with the associa- 
tion’s policies and equip him in every 
way to be moved to the top in 1920 

In view of Mr. Whatley’s disinclina 
tion to be catapulted into the presidency, 
it is probable that he will loom up as 
one of the strongest candidates for vice- 
president at the Detroit meeting. He 
of the outstanding life insurance 
general agents of the country and has 
made a phenomenally successful record 
He went to Chicago in 1923, since when 
the Aetna’s Chicago business has grown 
from $8,000,000 annually to better than 
$20,000,000. The premium income was 
than doubled by Mr. Whatley at 
the end of four years 

After graduating from the University 


to 


is one 


more 


of Alabama in 1907 Mr. Whatley went 
into the general insurance business at 
Birmingham. \ few years later he 
went with the Massachusetts Mutual 
Life at Birmingham, and in 1911 he 


became supervisor for the Reliance Life 


in Alabama. One year later he was 
transferred to Seattle, _\Wash.. where 
he remained until 1913 In that year 
he was sent to the home office of the 
Reliance Life at Pittsburgh and placed 
in charge of the home office agency. 
From Pittsburgh he went to Chicago 

Mr. Whatley has always been an as 


sociation man, having joined the Birm- 
ingham association in 1910. He 
as president of the Pittsburgh 
tion in 1923, and was last year’s presi- 
dent of the Chicago association. He 
a member of the National association’s 
committee on trust company cooperation 
and has been very active in this work 
in Chicago. Mr. Whatley has attended 
seven national conventions and repre- 
sented the Chicago association as na- 
tional committeeman New York in 
April this year 

Mr. Whatley take a 
group of his leading to the 
Detroit convention in leu of holding an 


sery ed 


associa- 


is 


in 


planning to 
producers 


is 


agency outing Everv member of Mr 
Whatley’s agency is a member of the 
Chicago association, which means that 
the Aetna has a larger number of asso 
ciation members than any other com- 


pany or agency in Chicago. 


AVIATION HAZARD IS 
| RAPIDLY MINIMIZED 


| Despite Increasing Lists of Pub- 
lished Accidents, Situa- 
tion Is Better 


EVEN PILOTS 


INSURABLE 


Rapid Progress Made in Past Year, 
With U. S. Life, John Hancock 
and Prudential Leading 


NEW YORK, July 19.—With an ap 
parent wave of air accidents in recent 
months, many are inclined to curiosity 


as to underwriting practices in connec- 
the 
panies are proceeding carefully 


tion with aviation, but life com 


their 
conhdent in their adopted program 
the 


on 
Way, 


unattected by at 


As a 


wave 


and inroads of catas 


troph« matter of tact, there has 


been no accidents and thx 


death 
improving. Publicity 
is the cause of the present situation, the 
papers now gleaning news bulletins for 
aviation accident reports and 
them together for public display. 
aviation imsurance 


ol air 


accident rate and rate trom avi 


ation is constantly 


massing 
And 


on a 


progressing 


sound basis, just as aviation itself is ad 
vancing steadily and surely, despite 
stunt catastrophes which occur from 
time to time. 
Difference in Pilots 
rhe chief nusconception is regarding 
the type of flyers involved in the acci 


dents All pilots are subject to an un 
usual hazard—and hence the usual extra 
premium for them—but not all pilots ar 





prone to these accidents with the same 
frequency hose most hazardous and 
those first rejected are stunt flyers and 
back-lot flyers These two classes 
cause the great bulk of the accidents 
It is very seldom a mail plaire is in 
volved in any accident, in proportion 
to the miles flown, and still less fre 


quently do the regular passenger plane 
on established air lanes become in 
volved in accidents But the pas 
senger planes and the stunt planes ar: 
constantly crashing and making an ag 
eregat ot tormidable 


bart) 


proportions 


Furthermore, in these classifications 
come the headliners of the past few 
months, the trans-oceank flyers and 
long distance and altitude flyers. who 
are, actually, nothing but stunt flyers 
Even Col. Lindbergh. on his famous 
flight across the Atlantic. was on a 
huge “stunt.” After his return, when 


he toured the country on regular flights 
it was a different matter and his flights 
were wholly insurable as regular flight 
by probably most capable air navi 
gator of today. 


the 


Publicity a Factor 


Not only are those “hopping” across 
' - 
the ocean and striving for new records 
of one kind and another to be classed 


as stunt flyers, but even army and navi 





flvers must be so classed, for a part of 
their training is stunt work This is 
(CONTINUED ON PAGE 25) 





4 


AMERICAN SAVINGS FORMED 
WITHOUT PROMOTION COST 


Cc. W. FOLZ BACK OF COMPANY 





Capital and Surplus of $400,000 Sub- 
scribed—Samuel Ashby to Head 
Indianapolis Organization 





Charles W. Folz,* former secretary- 
treasurer and general’ manager of the 
Public Savings Life of Indianapolis, and 
Robert L. McKechnie, former assistant 
secretary of the same company, before 
its reinsurance about a year ago in the 
Western & Southern, have completed 
the organization at Indianapolis of the 
American Savings Insurance Company. 
Articles of incorporation have been filed, 
the organization of the company has 
heen completed, and it will be ready to 
begin to write business within a month. 

The authorized capital of $200,000 has 
been subscribed at two for one, giving 
a surplus of $200,000. There are 20,000 
shares of $10 par value. The organizers 
have placed this stock without a dollar 
of organization expense, no commission 
having been paid for the selling of the 
stock which, in fact, was practically 
all placed personally by Mr. Folz and 
Mr. McKechnie. There are but 20 stock- 
holders and practically all of these are 
men who stand high in business and 
financial circles in Indianapolis and the 
state. 

Samuel Ashby, a prominent Indian- 
apotis attorney, has been elected presi- 
dent of the company. Mr. Folz is vice- 
president and general agency manager. 
Mr. McKechnie was elected secretary 
and treasurer. He has had twenty- four 
years of life insurance experience with 
the Public Savings and other com- 
panies. William C. Smith, president of 
the Marion County Construction Com- 
pany, is first vice-president and Dr. Al- 
bert Seaton has been elected medical 
director. Dr. Seaton has also been med- 
ical director of the American Central 
Life and of the Century Life, both of 
Indianapolis. 


Home Office Opened 


In addition to these officers the direc- 
tors are Arthur V. Brown, president of 
the Union Trust Company of Indian- 
apolis; William H. Insley, president of 
the Insley Manufacturing Company: 
A. W. Bowen, automobile dealer, all of 
Indianapolis, and Paul M. Taylor, vice- 
president of the Citizens State Bank, 
Huntington, Ind., and William G. Ir- 
win, Columbus, Ind., banker and capi- 
talist. 

The home office of the new company 
has been opened on the 16th floor of 
the New City Trust building at 108-110 


East Washington street, where there 
will be room for expansion. 
All forms of life insurance will be 


written, insuring men, women and chil- 
dren on the annual, semi-annual, quar- 
terly, monthly or weekly payment plans. 
It will feature the $2 and $5 monthly 
premium insurance savings plan and 
will issue policies fgr such amounts of 
insurance as these premiums will buy, 
depending on the age of the applicant 
and the form of policy selected. Rates 
of the company will be on file and ap- 
proved by the state insurance commis- 
sioner within a short time, so that the 
company can begin opening agencies, 
developing territory and writing insur- 
ance within a very short time. 

“It is our plan,” said Mr. Folz, “to 
open our first district in Indianapolis 
and get this on a going basis as soon 
as possible. We will begin developing 
certain points in Indiana soon, and it 
may not be long before we are ready to 
establish offices in several neighboring 
states.” In addition to having been or- 
ganized without any promotion expense, 
Mr. Folz and Mr. McKechnie stated that 
the stock has been sold absolutely free 
of any patronage promises to stockhold- 
ers, which leaves the management a free 
hand. 





THE 


ADVERTISING EXPERTS 
TO AWARD TROPHIES 


CONFERENCE PLANS GIVEN 
Three Experts to Judge Entries and 
Present Prizes at Insurance Pub- 
licity Men’s Convention 


C. K. Woodbridge, president of the 
International Advertising Association 
and president of the Electrical Refrig- 


eration Corporation of Detroit; Homer 
J. Buckley of Buckley, Dement & Co., 
Chicago, president of the Direct Mail 


Advertising Association, and William 
A. Hart, president of the Association 
of National Advertisers, who is also 
advertising director of E. I. du Pont 
de Nemours & Co., Wilmington, Del., 
have consented to serve as a jury of 
award in the annual advertising contests 
of the Insurance Advertising Confer- 
ence, according to an announcement bv 
Vice-President J. W. Longnecker, act- 
ing for President Clifford Elvins, and 
Secretary George E. Crosby. 

The first award is the Holcombe 
Trophy, a silver cup put up several 
years ago by the Phoenix Mutual Life 
as an award for “the most meritorious, 
successful and skillful achievement in 
insurance advertising and activity from 
among the exhibits submitted.” This 
trophy was put into competition at the 

Louis convention. It was first won 
by the Metropolitan Life in 1924. In 
1925, at Boston, the Hartford Fire re- 
ceived it, and in 1926 at Detrpit the 
Hartford won it a second time, losing 
it to the Prudential at Chicago in 
October, 1927. To become the perma- 
nent property of a company the trophy 
must be won three times, not neces- 
sarily in succession. 

The second contest is the one known 
as the “Rough Notes” trophy, which is 
awarded absolutely each vear for the 
best series of display advertisements 
published in an insurance paper during 
the previous year. 


“Rough Notes” Award Inclusive 


award carries with it 
A bronze plaque is 
awarded to the company entering the 
winning series of advertisements, and 
a gold miniature for the man in charge 
of the advertising so winning. There 
is a silver miniature for the second best 
and a bronze miniature for the third. 
Honorable mention is also allowed 
under the rules, if the judges wish to 
give such mention to work that did not 
win but warranted special mention. 
This year the trophy committee, 
headed by Leon A. Soper of the Phoe- 
nix Mutual Life, has worked out sever ral 
new features in connection with the 
handling of the contest and awards. 
For the first time the same jury of 
award will judge the exhibits and make 
both awards. This jury, again for the 
first time, is composed of the heads of 
the three most prominent advertising 
associations, which gives the conference 
judges skilled in advertising, yet in no 
way connected with the insurance busi- 
ness or the publication of an insurance 
paper, and it is the intention of the 
trophies committee to turn to these 
same organizations in the future, unless 
an insurance man should some day hold 
the position of president of one of them. 


“Rough Notes” 
several trophies. 





Boy Is Well Insured 


Weisel, Sr., of Houston, 
Tex., carries over $1,000,000 of life in- 
surance. His son, Edward Weisel, Jr., 
age 10, carries $200,000 in nine com- 
panies. 


Edward 


Returns to Chicago 


Karl D. King, Jr., has returned to the 
Chicago office of the Travelers after 
completing the training course in group 
insurance at the company’s home office 
in Hartford. 


NATIONAL 





UNDERWRITER 


SOUNDER BASIS ADVISED 
FOR TEXAS SOCIETIES 


SOME OPERATED FOR PROFIT 





Assistant Attorney-General Fuller Ad- 
dresses Meeting of Mutual Insur- 
ance Association at Denton 


DENTON, TEX., July 19.—A warn- 
ing to the mutual aid insurance 
ciations to put their house in order was 
issued by Assistant Attorney-General 
Brann Fuller at the recent convention of 
the Mutual Insurance Association of 
Texas here. Mr. Fuller was speaking 
in the place of Attorney-General Pol- 
lard, who had been scheduled to address 
the mutual men on the subject of “The 
Present Laws and Those Needed for 
Local Mutual Aid Associations.” 

Mr. Fuller declared at the close of 
an address dealing with the history and 
operation of mutual aid concerns in 
Texas: “Your legislative committee 
should work out a bill to be offered at 
the next legislature which would put 
the mutuak insurance concerns on a 
sound basis and allow them to operate 
in_a safe and satisfactory manner.” 


asso- 


Advises Sound Plan 


This statement, connected with one 
in which Mr. Fuller advised the mutual! 
aid insurance men to work out a plan 
of sound basic operation, was taken to 
mean the state expects to make some 
change in the scheme of operation of 
mutual aid concerns. 

Mr. Fuller said there is a place in 
Texas, a ground between the old line 
companies and the fraternals, for mu- 
tuals but that the present laws do not 
permit incorporation of mutuals and be- 
cause of that there are times when the 
assured is not protected and the asso- 
ciations themselves in dire straits. 

The assistant attorney -gener ral hinted 
at what the mutuals of Texas already 
know, that there are societies organized 
and operated in the state for the benefit 
of the promoters and not for the per- 
sons from whom premiums are collect- 
ed or policies issued. These societies 
and their operations have caused any- 
thing but good feelings toward the bona 
fide mutual associations, and they should 
be curbed, it was pointed out. It was 
taken to mean that the representative of 
the attorney-general’s department was 
referring to some score of mutual aid 
societies in Dallas and central Texas 
which have been advised to disorganize 
or suffer the consequence of the law. 

Mr. Fuller told the mutual men that 


the law which they should advocate at 
the coming session of the legislature 
would, among other things, place the 


operation of mutual concerns under the 
jurisdiction of the insurance department, 
since that any concern which is operat- 
ing for the benefit of its members should 
not object to proper supervision, as it 
would make them stronger with their 
clients. It was understood the repre- 
sentatives of the mutual concerns have 
signified their intention of complying 
with the advice of the attorney-general’s 
department. 


MORTGAGE LOANS MADE 
FOR FIRST SIX MONTHS 


Real estate mortgage loans amounting 
to $109,369,993.43 were made by the Pru- 
dential during the first six months of 
1928. Of this total $79,822,816 was on 
dwellings and apartment houses, $22,- 
067,830 on city property other than that 
for residential purposes and $6,579,347.43 
on farms. The investments of 1928 on 


this type of loan exceeded those of a 
similar period in 1927 by $3,609,199.50. 
While nearly $23,000,000 was loaned 
on city property other than residences 
in the first half of 1928, loans of this 
type totaled only $9,190,747.50 in 1927. 
There was a decrease in farm loans, 


however, the 1927 figure being $15,369.- 
260, as against $6,579,347.43 this vear. 
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NORTHERN LIFE HOLDS 
ANNUAL AGENCY RALLY 





“TOWER CLUB” IN PORTLAND 
Gathering of Production Leaders At- 
tended by 150 Agents—H. L. 
Quigley Club President 


PORTLAND, ORE., July 19.—The 
Northern Life Tower Club convention 
and agency meeting was held in Port- 


land, last week with 150 representatives 
of the company from Pacific Northwest 
points in attendance. At the opening 
session President D. B. Morgan gave 
the agents first hand information of the 


progress of the Northern Life Tower, 
which is now nearing the 14th story 
with the steel construction, and an- 


nounced the new slogan adopted by the 
company for its progress program, 
“Sentinel of the Great Northwest.” 
This will be the caption of a wonderful 
picture of Mt. Rainier, in the foreground 
the 25-story tower, and in addition 
three massive fir trees, another symbol 
of the great northwest, the entire pic- 
ture symbolizing the lofty ideals of the 
company. 


Review Pre-Convention Campaign 


Agency Supervisor E. S. Campau 
gave the results of the pre-convention 
campaign in June. The Los Angeles 
district won the high honors, with 
Seattle district second, Yakima third, 
Wenatchee fourth, Everett-Bellingham 
district fifth and Sacramento, Cal. 
sixth. The leading producer for this 
3-day period was E. L. Jones, with H 
BR Quigley second. 

R. Solthorp, district manager at 


Boise, Idaho, 


which he 


talked on “My Pet 
Hobby,” admitted was th 
company’s “3 in 1” policy. He stated 
his goal for his territory was $2,000,000 


“Staying on the Track” was the sub- 
ject of Robert W. Jones, general agent. 
Spokane, Wash. He compared the life 


insurance business with a number of 
others and showed that life underwrit- 
ing was to be preferred to numerous 


other vocations. O. E. Evans, general 
agent at Sacramento, Cal., and former 
president of the Tower Club, chose as 


his subject “Determination.” 


Quigley Is Club President 


Just prior to the afternoon’s program 
President Morgan presented a number 
of the leaders of the Tower Club with 
production pins and introduced H. L 
Quigley as the new president of the 
club. He has now been four times 
president of the club and also for three 


years held the office of vice-president 
O. E. Evans was named as vice-presi- 
dent. 


“Impressions” was the subject of an 
address by T. D. Thomason, district 
manager in San Francisco. <A. J. Buz- 
ard, field supervisor, stche on “De- 


termination.” H. O. Seale, Oakland 
Cal., gave his company, officers and as 
sociates considerable thanks and un- 


stinted praise in his talk on “My First 
Year as an Underwriter.” 

Actuary O. A. Ehrenclou outlined th 
new dividend schedule and declared that 
in spite of the great expenditure on th 
new home office building dividends hav 


been increased 40 percent since May, 
1928. New dividend books were dis- 
tributed. 
Confederation Life Changes 
Peleg Howland, vice-president of th 
Confederation Life of Toronto for sev 
eral years, has been elected president 


succeeding the late J. K. Macdonald 
Mr. Howland is president of the Im- 
perial Bank of Canada and is prominent 
in several other business concerns. R. $ 
Waldie, also a prominent business ma! 
and a director of the Imperial Bank 


becomes a vice-president. C. S. Mac 
donald, a son of the late president. re- 
mains as vice-president and _ genera! 
manager. 
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AGENTS AT MONTREAL 


Conservation Stressed by Com- 
pany Officials in Talks to 
Producers 


ENTHUSIASM IS SHOWN 


Honor Clubs Go to Quebec for Sight 
Seeing Trip and Ban- 
quet 


held the 
annual convention of its agency organi- 
at Montreal More 
than 300 agents were present. 

the 


ft Iowa 


The Equitable Life 


zation last week. 


Preceding convention proper a 
school was held for general agents and 


agency managers under the direction of 


the Life Insurance Sales Research Bu- 
reau. John Marshall Holcombe, Jr. and 
Mr. Kanagy directed the school. 

One of the central themes on the 


first day was the conservation of busi- 
ness. Robertson G. Hunter, actuary, 
spoke on “What Business Pays Best” 
and showed the effect of renewal in- 
come to the agent. He pointed out 
that not only is permanent 
most effective in direct commissions but 
that it is also in its by-products of 
custom satisfaction and custom influence 


business 


a great aid to the increasing of the 
agent’s income. 
Five Methods Given 


His address was followed by a talk 
by H. E. Aldrich, vice-president and 
superintendent of agencies, on the 
proper methods to sell permanently 
paying business. Mr. Aldrich pointed 
out five methods of selling permanently 
paying business: (1) The proper 
lection of prospects; (2) the employ- 
ment of proper selling methods by sell- 
ing according to needs; (3) the selling 
of the proper amount of insurance in 
accordance with the prospect's circum- 
stances and viewpoint; (4) the comple- 
tion of the sale at the time of the 
plication; (5) the concentration of 
within a limited area. 

C. N. Bigelow gave an excellent talk 
on “Psychology of  Salesmanship,” 
pointing out the various selves that are 
fighting for supremacy within each per- 
and showing how the mental self 
dominates the others. 


Industry Needed 


se- 


ap- 


sales 


son 


Success 


H. - Reese 


in 

On Thursday morning J. 
* the Philadelphia agency spoke on 
“Presentation of the Insurance Trust 
Idea.” Mr. Reese pointed out that the 
insurance trust idea increases sales by 
fitting into the needs of many prospects 
and gave a wealth of illustrations from 


his personal experience. His talk was 
verv well received. 

He was followed by H S. Bell, 
agency manager at Seattle, Wash., who 
spoke on “Value of Consistent and Con- 
tinuous Work.” Mr. Bell traced the 
sources of failures in the life insurance 


business as given by the Life Insurance 
Sales Research Bureau and showed 
conclusively that 74 percent of all fail- 
ures can really traced to lack of in- 
dustry. He showed by comparative 
records the value of calls and _ inter- 
views in the obtaining of applications. 


be 


Mr. Bell's talk was followed by one 
by E. E. Smith, educational director, 
on “With All Thv Getting, Get Under- 
standing.” Mr. Smith showed that the 


essential understanding required is an 
understanding of ones self, that 
thoroughly understand ones self re- 
quires frankness, control and the abil- 
ity to develop. In addition to under- 


standing else self it is necessary to 


to | 








LIFE INSURANCE EDITION 


ADVERTISING CONFERENCE | PHOENIX MUTUAL LIFE 


PROGRAM IN PREPARATION 


ADVANCE OUTLINE RELEASED 


First Business Session of Washington, 
D. C., Convention Will Be Held 
Oct. 1—Able Speakers Listed 


\ general outline to be followed in 
making up the program for the annual 
convention of the Insurance Advertising 
Conference has been released by George 
E. Crosby, secretary of the conference. 

The convention will have its head- 
quarters in the Hotel Washington, 
Washington, D. C. While the regular 
program will not start until Monday 
morning, Oct. 1, there will be the usual 
pre-convention get-together dinner Sept. 
30. Chauncey S. S. Miller, advertising 
manager of the North British & Mer- 
cantile, has been asked to preside. 

The convention proper will start with 
the registering of members. The first 
business session will be called to order 
by President Clifford Elvins advertis- 


ing manager of the Imperial Life of 
loronto. 
There will be a noon luncheon, at 


which Vice-President J. W. Longnecker 
has been asked to preside. 
Afternoon 


Group Sessions in 


On Monday afternoon the convention 
will break up into groups for considera- 
tion of advertising as it relates speci- 
cally to the needs of the fire, life, and 
casualty groups. The annual meeting 


of the executive committee will be held 
Monday evening. 

Tuesday morning there will be an- 
other general session. John Hall 
Woods, a member of the executive 


committee and advertising manager of 

the Great Northern Life, has _ been 

asked to take charge of this meeting 
Annual Dinner Tuesday 


The annual dinner will be held Tues- 
day evening. There will be the awards 
of the Holcombe and “Rough Notes” 
trephies, notable speakers, a play writ- 
ten and produced by members of the 
conference, and possibly a dance. Presi- 
dent Clifford Elvins will preside. 

Wednesday morning will be devoted 
to the business of the Insurance Adver- 
tising Conference, with a business meet- 


ing. election of officers, and an organi- 
zation meeting of the newly-elected 
executive committee. This will be fol- 


lowed by a farewell luncheon, presided 
over by the newly-elected president at 
which it is planned to have a famous 
speaker give the delegates a 
to think about on the way back to their 
homes. 


message 


and to under- 


must have 


understand the other man 
stand the other man 
respect for personality. 

The concluding address 
vention was that given by 
lev, second vice president 
tary. Mr. Hadley gave a 
on the challenge afforded 
tunity given every Equitable 
lowa agent. The convention 
with a great demonstration of enthus 
i in respect to this challenge 


one 


con- 


Had- 


the 
B. F. 
and secre- 
» 1 
rousing talk 
the oppor- 
Life 


close d 


by 


or 


Clubs Go to Quebec 


\t the conclusion of the program 
Montreal the members of the “Twenty- 
\-Month Club” and the “Organization 
Club” went to Quebec for a di 
sightseeing. \t the conclusion of the 
day a banquet was held at which J. D 
Wainwright, president of the “Twenty 
\-Month Club” and leading producer 
of the company in 1927, Mr 
Wainwright, who is a the 
Hoey & Ellison agency of New 
City, had over $1,000,000 in paid 
duction in 1927. Responses were made 
by H. S. Bell, E. W. Camerson, 
agent at Minneapolis, and Bennett 
son of the Hoey & Ellison agency. 

This will be the last time the 


iv ot 


presided 
member of 
pro- 


tate 
State 


Elli- 


| 
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SHOWS JUNE INCREASE 


RISKS 


SELECTIVE POPULAR 
Mortality on Nonmedical Business Fa- 
vorable—Due to Training in 
Principles of Selection 


the 
June 


Lite poli ies by 
) 
Phoenix 


showed 


insurance 
Mutual 
increase 

the 


the 


written 
Life during 

in number of 35 
corresponding month 
amount insurance 
percent, according to hg 

at the regional confer 
company’s underwriters. 
months current 
in number of policies 
written aggregated 19 percent, while 
the amount showed an iners of ap 
proximately 9 percent. 

Of the total number of policies writ 
ten by the company in June the number 
of “selective risk” or nonmedical type 
revealed an increase of about 52 percent 
over June last year with an in- 
crease in the amount of these policies 
approximating 41 percent. During the 
first half of 1928, the selective risk pol- 
i number about 34 percent 

of insurance 

the 


against 


an 
over 
while 
24 
out 
t the 
first 


increase 


percen 
of 192 
increased 

given 


{ 
‘ ol 


ures 


ences ¢ 
For the 
year the 


SIX ot the 


ase 


and 


grew in 
and in 
percent, as 


year. 


cies 
about 28 
period last 


amount 

sam 

Mortality Experience Favorable 
Mortality experience 

es } 

risks has made a 


ing, a 


with selective 
favorable show 
which company 


very 
ot 


the 


large part 


to the 
“ Service 


intelligent and disinter 
rendered by or 
well as to the 
given them by the 
principles of selection 
to the benefit 
experience oft 
the first half of 


about 60 percent 


its torce 


time counsellors, as 
intensive training 
the 
training has 
entire 


company, 


company im 
1 
| His 


the 


reacted 
mortality 
which, in 
1928, represented only 
of that anticipated under the 
tables. 


mortality 


Disability Claims Analyzed 


In 
News” 
makes 
claim 
some 
that 


ber 


of 
Credit 
an 1,138 
investigations which 
results It 


the 
the 


“Inspection 
Company 
disability 
produces 
was found 
total num 


July issu 

Retail 
analysis of 
interesting 
of the makers of the 
of claims, 931, or 81.9 percent, were 
claimed \ total of 102, or 
percent, were found not to have 
been disabled Eleven were disabled 
later than they claimed they were, 71 
had returned to work after a period of 


disabled as 


x O9 


disability and 18 showed discrenancies 
in their original applications With 
reterence to disability claims in general 
the Retail Credit Company says: 


“The widespread adoption of the auto 


matic-three-months’ clause has brought 
the disability income provision of | life 
policies close to accident and health 
coverage We see its effect in the in- 


creasing number of instances that come 
to our attention where the insured has 
recovered and returned to work. Claims 
approved on serious sickness 
than in the past, and the average dura 
tion is accordingly 


are less 
decre ast d “ 


North American Life Club Convention | 


The Production Club of the North 
American Life of Toronto will hold its 
annual convention shortly at Manor 


Richelieu, Que Thomas Bradshaw and 


C. W. I. Woodland are president and 
vice-president, respectively. H. C. Hen- 
derson, of Toronto, is president of the 


eastern division of the club, and J. A. 


Collins, Edmonton, president of the 
western division. 

clubs will mneect together since the 
“President's Club,” which is the new 
name of the old “Twenty-A-Month 
Club” will convene in Denver next vear, 
and the “Agency Club” the old “Ten- 


\-Month Club” will meet in Chicago. 





HAVE MANY NOTABLES 
ON CONVENTION LIST 


Bruce Earton, Noted Author and 


Publicist, Is to Be 
Speaker 


DISCUSS COOPERATIVE ADS 


Dr. Stevenson of Equitable Also on 
Program—* Millionaire” Break- 
fast Scheduled 
NEW YORK, July 19 Another 
headliner for the Detroit convention 
program is announced this week by 
lulian S. Myrick, president of the Na 
tional Association of Life Underwriters, 
in fact two more prominent speakers 


and two convention features being ready 


for announcement this week sruce 


eminent author and publi- 
John A 
the 


the 
D1 


ol 


Barton, 
vice- 
New 


author 


ist. and stevenson, 


Equitable Life of 
life 
the 


president 
Y ork, 
and educator, 
to the growing galaxy, 
Dollar Round Table” 

large trust company exhibit 
features 


insurance 
new names added 
and a “Million 
breakfast and a 
are the two 


prominent 
are 


announced 


new 

After considerable effort, James Elton 
Bragg, chairman of the program com- 
mittee, has secured Bruce Barton tor 
the convention which will convene at 
Detroit, Sept. 12-14 Mr. Barton has 
been vacationing in the Canadian 


Rockies for the past month and it was 


mlv through the persistent efforts of 
Vice-President Winslow Russell of the 
Phoenix Mutual Life that he was 
finally located and “signed on” for an 
address on “Broadcasting the Story of 
Life Insurance Through Cooperative 
Advertising.” This should be of spe 
cial importance, for not only is Mr. 


Barton a national figure and of interest 
subject. but this particular sub- 


on any 
ject is one of first importance to every 
one in the life insurance business today. 
Bruce Barton needs no introduction to 
»n American audience, as he is widely 
known from his books, 1 not tor his edi- 
torial work of the past and his present 
vdvertising work. : 

Dr. Stevenson, vice-president ol the 
Equitable Life, 1s another notable to add 


to the long list of prominent speakers 
Dr. Stevenson 1s 
prominent among agency othcers, Is 
well known for his educational work in 
insurance, and has official recogm- 
tion throughout the country for the 
hooks on this business which have come 
His talk will be on the 
Proper Place of Lite In- 
the Economy of the Home.” 
list thus far announced includes 
Wise, Dr. S. S. Huebner, John 
Marshall Holcombe, Jr., Bruce Barton 
and Dr. John A. Stevenson. 
It was also announced that there will 


thus tar secured 


lite 


his pen 


sf I he 


trom 
theme, 
surance In 
Phe 


Rabbi 


be a round table conference of million 
dollar producers again this vear, to take 
the form of a breakfast conterence. It 


—_ | 
will be in charge of Paul Clark, general 
agent for the John Hancock Mutual at 
Boston and one of the outstanding per 


sonal producers and agency leaders in 
the country. The other announcement 
is that there will be a liberal display ol 
material on the life insurance trust, as 


the trust companies are to be well repre 
sented there. As Detroit is the home ot 
the Union Trust Company of that city, 
one of the pioneers in the development 
of the life insurance trust, and_ the 
Equitable Trust Company of New York, 
one of the most aggressive entrants in 
this field. is to have a good exhibit 
there, it is believed that there will be, 
in toto, a representative exhibit on this 
hranch of the business. 
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NYLIC INCENTIVES and AIDS TO SUCCESS 


















“Only 33% Term 


gq In 1927 Nylic Agents placed over $927,- 
000,000 of New Insurance, distributed by 
policies as follows: 





Whole, and Limited Number Amount 
Payment, Life . 255,226 $791,308,900 

Endowments aed 48,182 104,881,500 

a 4,907 31,277,600 





ee 308,315 $927,468,000 











Term Insurance was only about 314% 
of the Total 


Most underwriters agree that, in general, 
life and endowment policies are best for 
policy-holders. 


Nylic rules and training strengthen Nylic 
Agents for meeting “sales resistance.” 
Consequently they do not use Term In- 
surance as an easy answer to “I can’t af- 
ford it.” 







“Is it any wonder that, measured by 
usual standards, Nylic agents are 
industrious, persistent, satisfied 
and happy?” 


NEW YORK LIFE INSURANCE COMPANY 
DARWIN P. KINGSLEY, President 
346 BROADWAY, NEW YORK 
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COMPILATION SHOWS 11.2 PERCENT GAIN 
IN PAID-FOR IN JUNE OVER PRECEDING JUNE | 











18.—New life in- 
June 


NEW YORK, July 


during 


surance production was 
11.2 percent greater this year than in 
1927. Such writings during the first 
half of this year were 7.3 percent 


greater than during the corresponding 
period of last year. ‘These results are 
shown by a compilation by the Asso- 
ciation of Life Insurance Presidents. 
The report combines the records of new 
life insurance production—exclusive of 
revivals, increases and dividend addi- 
tions—of 44 member companies having 
82 percent of the total life insurance in 
all United States legal reserve com- 
panies. 

For June, new ordinary insurance 
amounted to $767,865,000, against $696,- 
742,000 in 1927, a gain of 10.2 percent. 





New industrial insurance amounted to 
$214,882,000, against $221,780,000 in 
1927, a decrease of 3.1 percent. New 


group business was $113,711,000, against 





i — 
cent. The aggregate of all classes for 
June, 1928, was $1,096,458,000, agains 
$986,339,000 for June, 1927, a gain 


11.2 percent. 


Ordinary Makes Half-Year Gain 


For the first half of this year, ney 
ordinary insurance amounted to $4,241, 
005,000, against $4,089,866,000 during th: 
corresponding period of last year, a gai 
of 3.7 percent. New industrial insurane; 
was $1,423,042,000, against $1,324,931,00 
a gain of 7.4 percent. New group insur. 
ance was $577,245,000, against $404,081, 
000, a gain of 42.9 percent. The tota 
written during the first six months oj 
1928 was $6,241,292,000, against $5,818. 

878,000 during the same period of 1927 
an increase of 7.3 percent. 

New paid- for insurance during each « 
the first six months of 1926, 1927 an 
1928, and the increases in 1927 over 192 
and in 1928 over 1927 are shown in t} 




















$67,817,000 last year, a gain of 67.7 per- ' following table: 
Ordinary Insurance 
ok 1927 192 
over Ove 
1926 $2 
Month 1926 1927 1928 % % 
I ins es ara ae dreds $ 560,289,000 $ 576,642,000 $ 575,127,000 2.9 —_ 
Pee . cesseueses ‘n 597,429,000 625,988,000 651,037,000 4.8 4 
NE cir ¥6 be'sh sgreisk “Oomna tata 24,545,000 740,725,000 790,827 000 2.2 6.4 
Ee  sbnceneews 675,296,000 749,92 2: 3,000 706,852,000 11.1 i. 
Dt tirencceeseecwes canned 702,309,000 699,846,000 749,297,000 od 7.1 
June ..... 704,852,000 696,742,000 767,865,000 —1.2 10 
$3,964,629,000 $4,089,866,000 $4,241,005,000 3.3 
Industrial Insurance 
January shade 7,158,000 $ 185,292,000 $§ 236,303,000 —18.4 27 
February ......... 4 782,000 207,217,000 221,948,000 18.6 7 
March 203,000 241,701,000 273,551,000 5.0 1: 
cS ees 504,000 227,279,000 259,962,000 5.5 14 
a enwwe ¥tteey 241,662,000 216,396,000 2.7 1 
De tudveayens es 315,000 221,780,000 214,882,000 9.6 3 
$1,285,169,000 $1,324,931,000 $1,423,042,000 3.1 7 
Group Insurance 
SOMUOET cacsccse — 56,280,000 § 94,445,000 § 46,841,000 67.8 —504 
February ‘ 83,088,000 46,119,000 91,505,000 —44.5 98 
De b2000c006enadres 2,368,000 103,057,000 57,986,000 42.4 —43/ 
fae 3, "000 46,960,000 62,007,000 —41.8 32 
i Bedvsed seus oe 56, 458,000 45,683,000 205,195,000 —19.1 349 
EY  ainainnaccebdinaee 69,282,000 67,817,000 113, 711,0 000 2.1 67 
$ 418,139,000 $ 404,081,000 $ 577,245,000 —3.4 42 
Total Insurance 
OR ee $ 843,727,000 §$ 856,379,000 $ 858,271,000 1.5 
re ccscccssecs ; 855,299,000 879,324,000 964,490,000 2.8 $ 
RS abet a aha dd aida eae 1,027, 025,000 1,085,483,000 1,122,364,000 5.7 
RE? (eiiah eg oe ee ee ga 971,463,000 1,024,162,000 1,028,821,000 5.4 
May 993 1,974,000 987,191,000 1,170,888,000 —,7 18 
 Aabanhe ed ater s earns 976,449,000 986,339,000 1,096,458,000 1.0 11.2 
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EDISON INDUSTRIES | TAKE 
GROUP INSURANCE POLICY 











The Thomas A. Edison Industries 
have obtained for their employes a 
plan of group insurance which provides 
for death and also non-occupational 
accident and sickness payments. The 
insurance is available to all employes, 
regardless of age or sex. 

The amount of insurance varies ac- 
cording to weekly wage, the maximum 
offered being $5,000. The Thomas A. 
Edison Industries are contributing 
toward the payment of premiums. Pro- 
visions are made by which new em- 
ployes may obtain the protection ac- 
corded those already insured. 

With the exception of a few loca- 
tions, all the insurance was written by 
the Travelers. The Travelers has 1,800 
employes insured for $1,800,000 under 
the life plan, and 1,230 under the acci- 
dent and sickness policy. 


Canadian Mid-Year Meeting 

The of the Life 
Underwriters’ Association of Canada 
held its mid-year meeting in Toronto. 
with about 20 members present. J. F. 
Weston, general manager of the Im- 
perial Life, entertained the committee 
at luncheon. Life memberships in the 
association were presented to J. G. Tay- 
lor, John A. Tory and J. J. McSweeney, 
all of Toronto. The question of agents’ 


executive committee 





licersing was discussed. 











$5,667,937,000 $5,818,878,000 





will be from New Orleans to Havana 

| then to Tela, Honduras, and back t 
New Orleans and by rail to Jacks 
Aug. 25. 


$6,241,292,000 2. 





“FLOATING” MEETING FOR 
LAMAR LIFE’S PRODUCERS 




















The “All-Star Club” convention 
the Lamar Life of Jackson, Miss., thi 
year will be held on board a steamer 
the United Fruit Company. 

The party will assemble at the hor 
office in Jackson Aug. 15. A _ specie 
train will carry the agents to New Or 
leans, at which point they will embar 
on the steamer. The trip on the wate’ 










































All business sessions will be held ‘ 
the steamer. Stops will be made for 
day or two at various places for sigh 
There will be about 















seeing. 5 int 
party. C. W. Welty, vice-president, 
in general charge of the affair. 







Connecticut Mutual Large Increase 


A 10.3 percent increase in paid-t0 
business for the first six months of 19° 
over the similar period for last year * 
announced by the Connecticut Mutué 
Life. The total amount of busine® 
paid for during the first half of 1% 
was $57,866,627. This year shows 4 
increase of $5,958,062, the total 5 
months’ production for 1928 amounts 













to $63,824,689. Thirty-nine agencit 
show an increase over last year at th 
time. 
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cea WHAT GOOD ARE PROSPECTS, 
n int HIGH AMBITIONS, MAXIMUM 
EFFORTS, IF YOUR CLIENT 
7 199% DOESN’T HAVE SOME READY 
6 193: . CASH TO HAND OVER? 
a. They should be reminded peli ine 
_ ; . MANY GOOD MEN HAVE BEEN 
2 that a definite part of their FORCED OUT OF THIS LIFE | 
Yt : : INSURANCE BUSINESS THRU 4 
5 preparation is a careful LACK OF WORKING CAPITAL, 
survey of their life insur- YET THEY ENTERED IT BE- 
1 om : CAUSE NO CAPITAL WAS RE- 
13: ance protection, to | QUIRED! 
= determine whether it 1s | | 
a. - sufficient to provide well | American Central Representatives 
50 ° ° . . . 
ss for their dependents in the Enjoy A Unique Service | 
| ME event of emergency. | --The Agents’ Fund -- | 
42 l 
— . . WHICH ELIMINATES THEIR | 
a: Play is an essential, but let no | NET-PAYING AND CAPITAL. 
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JUNE IS OUTSTANDING 
IOWA EQUITABLE MONTH 


LARGE INCREASE IS RECORDED 


Illinois Leads States in Point of Busi- 
ness Volume Written—Leading 
Agent Is J. A. Mason 


June was an outstanding month in the 
production history of ‘the Equitable Life 
of Iowa. Several monfhs have exceeded 
the paid-for total but this was the larg- 
est June business ever secured. The 
agency force of the company for the 
twenty-ninth consecutive month showed 
a gain over the corresponding month of 
the previous year and paid for $9,257,389 
of new business, a gain over the $9,281,- 
598 paid-for in June, 1927. 

June, 1927, was an unusual June since 
at that time every man in the field was 
trying his best to secure and pay for 
every possible case in order that the 
company might have $500,000,000 of in- 
surance in force by June 15. This year 
without being driven by the impetus of 
a big campaign the agency force was 
able to record the twenty-ninth con- 
secutive gain month, 

Illinois First Among States 


State paid-for production honors were 
earned in June by Illinois with a tota! 
of $1,583,000 while three other states 
produced more than $1,000,000. The 
other leaders were: Iowa, $1,459,800; 
Pennsylvania, $1,155,675; Ohio, $1,072,- 
718; New York, $546,545. 

The Equitable Life of Iowa finished 
the first six months of the year with a 
lead of $2,808,663 over the same period 
of 1927. Three agencies in June paid 
for more than $400,000 and 30 exceeded 
the $100,000 mark. 

J. A. Mason of the Hoey and Ellison 
Agency, New York City, who led all 
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REPORT OF COMPANIES ON NEW BUSINESS 
FOR FIRST SIX MONTHS OF CURRENT YEAR 





! 

New Bus. New Bus. Inc. Ins. Inc. Ins. 

paid for paid for in force in force 

lst 6 mos. ist 6 mos. lst 6 mos. lst 6 mos. 

in 1928 in 1927 in 1928 in 1927 
American Natl., Tex............ $145.898,726 $132,621,267 $ 00,654.274 ......6+- 
Bankers Life, peat Rectea eae 8,194,671 7,219,266 Se 8=§6«—~“secnandaed 
Columbian Mutual .........-.-- 17,566,842 15,712,710 4,863,253 = .ccecccce 
ComfeGeration Eafe ..cccccccces 20,455,011 18,195,226 Aen §. «ssheekee 
Connecticut General ..........- 127,203,080 115,756,091 61,509,949 $ 51,000,000 
Connecticut Mut. Life.......... 63,823,689 57,866,627 38,294,000 35,200,000 
Comtinemtal ASGUP. ..ccccecccce 14,677,701 14,761,121 7,394,000 8,159,000 
Eureka Maryland Assur........ 9,493,893 9,293,911 2’ 285,326 3,213,116 
DE Sh toceveseneceevaess 26,642,206 17,093,232 Reeueee = «aa 0 oo on8 
Federal Union Life ............ 4,403,969 3,189,092 1,904,555 ......+.. 
PORE DG, BOOP concevesevees 25,214,819 27,128,089 9,756,000 11,963,518 
Great-West Life Assur......... 33,460,753 30,131,074 21,186,248 17,248,201 
Guaranteed Securities Life 2,131,486 1,327,000 = =—l tena wee 
Ce Mt. tevseeoncenecus 5,008,916 4,809,855 Ft errr re 
BUGTOMODOEND EAEO occcccccccvces 10,600,000 9,069,582 6,350,000 6,143,000 
Inter-Southern Life ........... 17,089,899 12,945,315 5,000,000 4,246,752 
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agents of the Equitable Life of Iowa in 
production in March, president’s month, 
was the leading producer in June. Mr. 
Mason’s paid-for production was $115,- 
000. Other leading personal producers 
are: F. A. Smiley, Kansas City, Mo.; 
L. L. Brown, Roanoke, Va.; D. P. 
Sommer and W. O. Fritze, Peoria, Ill., 
and R, J. Griffin, Chicago. 


that the experience generally seems to 
have shown an increased mortality dyr- 
ing the past six months. The Guardian 
Life mortality in 1927 was 47.9 percent; 
in 1926, 49.7 percent; in 1925, 53 percent; 
in 1924, 49.6 percent; in 1923, 52 percent. 
Over the five-year period it was 50.44 
percent, so that the half year experience 
in 1928 is a very marked improvement 





Reports Low Mortality 
For the first six months of 1928, the 
Guardian Life of New York had an ex- 
ceedingly favorable mortality record, 
being only 44.46 percent. This low death 
rate was reported in spite of the fact 





of 


over the five- -year average. The im- 
provement is credited in part to the ef- 
fect of recent 
amounts of new business having gone 
on the books to greatly reduce the av- 
erage age 
holders. 


years’ business, large 


the company’s policy- 





BILHEIMER LEAVES 
COMPANY POSITION 


RETURNS TO HIS OLD WORK 


Wiil Specialize in Field Activity Along 
Highly Developed Lines—Is Leav- 
ing Merchants Life 


Announcement is made of the resig- 
nation of W. E. Bilheimer, nationally 
known life insurance man, as vice-presi- 
dent and general sales manager of the 
Merchants Life of Des Moines, Iowa. 
The company accepted Mr. Bilheimer’s 
resignation with regret, he having deter- 
mined to re-enter in field activities in 
highly specialized lines. Mr. Bilheimer 
has not announced his new plans as 
yet. but one will be frthcoming shortly. 

Mr. Bilheimer, before entering the 
service of the Merchants Life, was an 
independent consulting sales manager, 
having served over 100 American Life 
companies, thereby gaining a_ broad 
knowledge of the increased need of 
specialization in the field. The an- 
nouncement of his new connection will 
be an important one. He was formerly 
located at St. Louis. 


Occidental Life Enters Canada 


The Occidental Life has been licensed 
in Canada to write life business. J. A. 
Ovas of Winnipeg is chief agent for the 
Dominion. 


Company Writes Plane Pilots 


Provided they fly planes licensed to 
carry passengers over regular routes be- 
tween definitely established airports, the 
Occidental Life is now writing licensed 
airplane pilots, for which an extra $25 
per $1000 is charged, with limit of $5,000. 
Under such policies they will be pro- 
tected at all times while performing 
their duties during regular trips and 
preparing therefore. 








THE PROGRESSIVE 'TREND 
OF 


The Minnesota Mutual Life Insurance Company 


as shown by “Sales Aids” available for Field Representatives now 








For The 
Agent 








For The 
Agent 








For The 
Agent 








For 
General 
Agents 











An exceptionally complete and up-to-date Rate Book. 


A wide variety of Policy Contracts to fit every need. 


A Sales Manual of “Working Plans” on Salary Continuance— 
Educational Plans—Retirement Income Bond—etc. 


The most definite aids for selection, education, training and super- 
vision of any Company in the United States. 





If you are interested in a General Agency 


write 


The Minnesota Mutual Life Insurance Company 


SAINT PAUL, MINNESOTA 
We May Have an Opening Where You Want It. 














in 





ng 





July 20, 1928 


ILLNESS STATISTICS 
SHOW BIG A. & H. FIELD 








Dr. Folks Presents Summary of 
Public Costs to Inter- 
national Meet 


MARKET BARELY TAPPED 


Health Claims Total But 2 Per Cent 
of Wage Loss—Accident Claims 
Not Much More 


NEW YORK, July 19.—If any agent, 
in the flush of success or the throes 
of failure, entertains the feeling that he 
has exhausted the possibilities of his 
market for accident and health insur- 
ance, the report of Dr. Homer Folks 
of New York, presented to the Interna- 
tional Conference on Social Work in 
Paris last week, should be cause for 
further consideration before casting into 
the discard the rate-book and applica- 
tion folio of this particular line. Dr. 
Folks presented some -figures on the 
cost of illness in America which he cited 
as most conservative, even far more 
so.than the figures recently given out 
by Dr. Louis I. Dublin of the Metro- 
politan Life. But these new figures, at 
their comparatively low mark, show 
that the underwriter has covered less 
than 2 percent of his market as far as 
actual wage losses are concerned and 
less than 1/6 of 1 percent as far as total 
disease cost is concerned. 


Field -Searcely Scratched 


Dr. Folks, who is secretary of the 
State Charities Aid Association of New 
York, made his report to the interna- 
tional body on the basis of costs and 
distributions in many states, localities 
and surveys and thus used a national 
composite picture. The result was an 
estimate of $15,000,000,000 as the annual 
cost of disease in America and $1,250,- 
000,000 as the annual wage loss from 
illness in the United States. Some time 
ago Dr. Dublin had estimated the latter 
item at $6,000,000,000, so that Dr. Folks’ 
estimate is indeed conservative. Even 
on this basis, however, it is a startling 
figure for health insurance underwriters 
to study. The total payment of health 
insurance claims last year was not much 
over $25,000,000. This represents less 
than 2 percent of the wage loss and 
1/6 of 1 percent of the total loss. 


Huge Prospect List 


Granted that these figures are correct, 
the agent who is using the accident and 
health policy as a premium producer has 
only started to tap his field. He still 
has from 98 to 99.84 percent of his pros- 
pects left on the prospect list. That 
is perhaps an exaggeration of the case, 
but it is true, as anyone studying the 
field can clearly see, that the holders 
of accident and health insurance policies 
are in the minority, definitely so the 
helders of health policies. As for acci- 
dent business, the case is not much im- 
proved, though many carry accident pol- 
icies without health insurance provision. 
However, the annual cost of all acci- 
dents is at least $4,000,000,000, so that on 
the same basis the accident claim pay- 
ments of not much over $50,000,000 
would represent still considerably less 
than 2 percent of the total cost. On 
the basis of wage losses alone, the case 
might be improved, though even there 
the claim payments would represent 
little over 4 percent 

Company head offices have long en- 
deavored to show the agents that their 
held was without boundaries in this 
branch of the business The huge 
volume of business thus far produced 
has been phenomenal in development, 
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yet the available business has scarcely 
been scratched It is now the largest 
casualty division, but its possibilities 
are almost beyond vision. The other 
casualty headliners, such as compen- 
ation and liability, although not at the 
saturation point, have not the i 
bilities of future growth that is evi- 
dent in the accident and health busi- 
ness and the agents who intensively cul- 
tivate this field can reap their harvest 
with the freedom of the early pioneers 
in the open prairies 


possi- 


Defines Total Loss of Use 


Loss of the use of hands is total with- 
in the meaning of the total disability 
clause of a life policy when no practical 
use can be made of them in doing the 
things ordinarily done with the hands. 
That is the ruling of the Minnesota Su- 
preme Court in a case appealed by the 
New York Life. The verdict of the low- 
er court against the company was af- 
firmed. 


Gain in Number of Policies 


According to Hillsman Taylor, presi- 
dent, the Missouri State Life issued 
31,028 new policies the first six months 
of 1928. This is 7,774 more than for 
the same period of 1927, a gain of 
33 percent. 
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RECORD ATTENDANCE EXPECTED AT 
NATIONAL ASSOCIATION’S MEETING 





BY GEORGE BROWN 


HERE’S always a crowd at the 
"Tans convention of the National 
Association of Life Underwriters, 
no matter where the big meeting be 
held, but the 1928 gathering will prob- 
ably establish a new record, not only 
because of the program of work and 
entertainment being arranged by con- 
vention specialists but because of the 
additional attraction offered by the city 
itself. 
Detroit holds a unique position among 


the leading cities of the country. It is | 


not only a great industrial center but 
it is unrivalled in architectural and 
scenic beauty. It is the most adver- 
tised city in the United States because 
of its many immense industries. 

The tremendous rebuilding activity of 


the city has almost completely changed | 


its appearance. Big business buildings, 
handsome churches, stately residences, 
have been torn down to make space for 
bigger and ornate structures. Streets 


have been widened and straightened by | 


slicing ten to 15 feet off the fronts of 


| all the buildings for many blocks at 
|} an expense of millions of dollars. 

Detroit's public 
and gallery, county 
house, and high buildings with 
| illuminated towers are all structures 
of the last few years 

A few years ago Detroit was handi- 
capped by inadequate hotel accommo- 
dation for big gatherings Today the 
| convention bureau can truthfully assert 
that any crowd can be taken care of 
without inconvenience or delay and at 
reasonable cost to the guest. 

The Detroit river, Lake St. Clair and 
St. Clair Flats, known all over the 
world as the “Venice of America,” are 
the biggest attraction. The clearness 
of the water is remarkable. 

lhe river and the flats will be an 
essential feature of the entertainment 
being provided by the local committee. 
\ scenic ride and dinner at one of the 
club houses is the contribution being 
made to the general hospitality by the 
| Michigan life insurance companies 


library, art museum 
building and court 
omee 











ROYAL UNION LIFE 
INSURANCE COMPANY 


DES MOINES, IOWA 




















Royal Union Life Building 
Cor. Seventh and Grand Ave., 
Des Moines, Iowa 


ROYAL UNION LIF 
INSURANCE COMPANY 


DES MOINES, IOWA 
A. ©. TUCKER, President 


SPLENDID 
OPPORTUNITIES 


For salesmen who can pro- 
duce the business. 


Good agency contracts avail- 
able in fourteen states in 
which we are licensed. 


If interested write us. 
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AS SEEN FROM NEW YORK 


By C. C, NASH, JR 








TRUST PLAN BOOKS that the policy options are being over- 
looked entirely to the advantage of the 
banks. The book has been highly 
praised by all who have seen it and it 
is recognized as an aid in the deveiop- 
ment of the life insurance trust. The 
other book was a handsome “Manual of 
Insurance Trust Service,” being beauti- 
fully prepared and presenting the salient 
facts regarding his business in striking 
ways and through striking illustrations. 
It is a sales manual, while the other 
is a text and reference book. Mr. 
McMahon, Graham C. Wells, general 
agent for the Provident Mutual and 
chairman of the Equitable Trust ad- 
visory committee, and the committee, 
which includes many of the leading un- 
dcrwriters of the country, were present 
at the conference when this was pre- 
sented to the agents. 


Two comprehensive and attractive 
books on the life insurance trust were 
distributed New York life underwriters 
who hold agreements for service with 
the Equitable Trust Company of New 
York at a meeting held last week by 
Edward M. McMahon, life insurance 
trust officer of that bank, and the ad- 
visory board of 15 life underwriters. 
One of these, the “Underwriter’s Guide 
to Insurance” is an elaborate analysis 
of the life insurance trust from every 
angle, a text-book on this phase of the 
business. It is loose-leaf and permits 
of additions and changes and the last 
section gives the speeches that have 
been made during the past season at the 
Equitable Trust conferences for agents. 
The book is unique in one respect, in 
that it treats of the life insurance trust 
as a part of the general scheme of estate es 2 
creation and conserve ation, stressing the ON SUMMER SALES 
value of the optional form of settlement 
in the life policy for certain cases. In Summer selling is the motif of the 
this regard, it removes the objection] current issue of “The Bulletin,” the 
often heard that the banks are encroach- | organ of the New York Association of 
ing upon the life insurance field and (CONTINUED ON PAGE 26) 








Mack Family Big See 


in the Northwestern 


Mutual at Cincinnati 


The Mack family in Cincinnati has 
long been identified with the general 
agency of the Northwestern Mutual 
Life in that city. M. J. Mack, uncle 
of M. W. Mack, the present general 
agent, had been in mercantile pursuits 
in Cincinnati. He was advised by his 
physician to engage in some activity 

where he could be out of doors. He 
connected with the Northwestern 
Mutual Life at the suggestion of the 
late Judge Henry L. Palmer, who was 
president. He broached the subject to 
Mr. Mack when the latter was in at- 
tendance at the annual reunion of the 
Ancient Accepted Scottish Rite of which 
Judge Palmer was at that time the pre- 
siding head for the northern jurisdic- 
tion. M. J. Mack, conferred the degree 
from 4th to the 14th inclusive in Cin- 
cinnati. He did this for nearly 38 con- 
secutive years. 

Was Made General Agent 


In 1881 he was appointed general 
agent of the Northwestern Mutual for 
Hamilton county, O., continuing until 
his death Jan, 14, 1909, thus completing 


— 








Our Agents Have 


A Wider Field— 


Because We Have 


General Age Limits 0 to 60. 
Non-Medical Age Limits 0 to 45. 


Semi-annual or Quarterly Premium plan. 


Medical. 


Standard and Substandard Risk Contracts. 


for as much as $3,000. 


S. D., W. Va. 


B. R. NUESKE, President 





Policies for substantial amounts (up to $5,000) for Children on 
variety of Life and Endowment plans, thus enabling parents to 
buy all of the Family’s insurance on the Ordinary, i. e., Annual, 


Participating and Non-Participating Policies, Medical and Non- 
Same Rates for Males and Females, Medical and Non-Medical. 


Double Indemnity and Total and Permanent Disability features 
for Males and Females alike, Medical and Non-Medical. 


THE OLD COLONY LIFE INSURANCE COMPANY 
of CHICAGO, ILL. 


The Company has its Home Office in its own building at 166 W. Jackson Blvd., running 
through to Quincy and Wells Streets, rightin the heart of Chicago’s Financial district. 


An Increased Opportunity 








Our Class C Senior Agents may write Non-Medical Applications 


We have openings in Ala., Ariz., Ark., Dela., D. C., Fla., Ga., Ill, 
Ia., Kans., Md., Mich., Minn., Miss., N. M., N. C., Okla., 




















nearly 30 years of service. William J. 
Mack, who was the father of the present 
general agent, saw the opportunities in 
life insurance and became associated 
with M. J. Mack in 1889. W. J. Mack 
remained with the company until his 
death in 1894. Lawrence W. Mack, 
brother of General Agent M. W. Mack 
became associated with the Cincinnati 
agency as cashier and in 1890 became 
an agent. He left Cincinnati in 1894 
and joined the John I. D. Bristol gen- 
eral agency in New York City, where 
he has been ever since. Lawrence 
Mack’s association with the Northwest- 
ern Mutual covers a period of nearly 
40 years. 
Partnership Is Formed 

M. W. Mack became associated with 
the Northwestern Mutual in October, 
1892, as cashier. He remained in that 





MILLARD W. MACK 


office until the death of his father. He 
then became an active agent. On May 
1, 1901, he became a partner with his 
uncle under the firm name of the M. J. 
& M. W. Mack. R. W. Mack, brother 
of General Agent M. W. Mack, suc- 
ceeded him as cashier. Ralph became an 
agent shortly thereafter. Then he be- 
came a partner with M. W., under the 
firm name of M. W. & R. W. Mack 
succeeding M. J. & M. W. Mack. This 
firm continued in existence until Aug. 
1, 1912, when R. W. Mack retired to 
engage in the mercantile business and 
M. W. Mack became the sole agent. 
Son Joins the Agency 


Ten years ago William J. Mack, son 
of General Agent M. W. Mack, gradu- 
ated from Harvard. On his return to 
Cincinnati after completing his college 
work he became an agent of the North- 
western Mutual in his father’s agency 
and has developed into a good personal 
producer. 

In addition to the Macks named there 
was also connected with the Cincinnati 
agency at odd times, a brother, brother- 
in-law, uncle and cousin. The Macks’ 
therefore have been truly a life insur- 
ance family, having served the insur- 
ing public in Cincinnati for the last 
50 years. Inasmuch as William J. Mack 
has two sons, the likelihood is that the 
Macks’ will continue to be big factors 
in the Cincinnati general agency for 
years to come. They have always been 
a credit to the great profession in which 
they are engaged. The Northwestern 
Mutual stands high in Cincinnati, a repu- 
tation that has been made for it by the 
members of this family and their asso- 
ciates. 


George W. Livingston 

George W. Livingston, who was for- 
merly connected with the Equitable Life 
of New York and later was general 
agent of the Wisconsin National Life 
at La Crosse, Wis., has been appointed 
general agent of the Mutual Trust Life 
of Chicago at La Crosse. 
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Map showing section of Minneapolis 
in which Home Office is located. 


oo Home Office Site. 
Visit 
Northwestern National 


When Vacationing in 


“The Land of Ten Thousand Lakes” 


IFE INSURANCE MEN vacationing in the 

lake regions of Minnesota and Wisconsin 
will be welcome visitors at the Home Office of 
the Northwestern National Life Insurance Com- 
pany when in Minneapolis. A guide will show 
you through the home office building. 


“The Doorway to Opportunity” 
Home Office Building 


NORTHWESTERN NATIONAL 
LIFE INSURANCE COMPANY 


O. J. ARNOLD, Paeswerr 


Minneapolis.Minn. 
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! When you want it 
you get it 


CTION! It is demanded of you, and you 
in turn demand it of your assistants. 


A filed letter or business document is of most 
value to you the minute you want it—not 
later in the day—not some other day. 


Just one thing governed in designing the new 
GF 700 line of files, and that was permanent 
filing efficiency. We made these files so that 
it is quick and easy to file a letter or other 
document in its proper place, and just as quick 
and easy to find it again when it is wanted. 


Every detail contributes to permanent speed 
and usefulness—strength and capacity in- 
stead of weight and bulk; valuable extra 
inches of filing space; drawers that glide 
smoothly on frictionless rollers; quick re- 
leasing, yet positive compressors; beautiful, 
durable and easy-to-clean finish. All these 
features come at a cost surprisingly low. 


And there is a GF 700 line file to fit every 
business record, from a 214 x 3 card to the 
largest ledger sheet. 


THE GENERAL FIREPROOFING COMPANY 


Youngstown, Ohio Canadian Plant, Toronto 
BRANCHES AND DEALERS IN ALL PRINCIPAL CITIES 


The GF Allsteel Line: Safes « Filing Cabinets . Sectional | 
Cases « Desks . Tables « Shelving . Transfer 
Cases . Storage Cabinets . Document Files . Supplies 


700 LINE FILES 











THE GENERAL FIREPROOFING COMPANY 
Kindly send me a copy of the GF Allsteel Desk Catalog. 


Attach this coupon to your firm letterhead 


- Youngstown, Ohio ‘.-- 








Name on __Firm eummanieniins 
Address anes 
~ City — - _State_ eS 
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ANOTHER COMPANY NOW 
UNDER WAY IN ALABAMA 





FIDELITY LIFE ORGANIZED 





Officials of Birmingham’s Newest Com- 
pany Say It Will Soon Be in 
Active Operation 





BIRMINGHAM, AJLA., July 19.— 
Birmingham will soon have still another 
life insurance company. This announce- 
ment was made last week by officials of 
the Fidelity Life, who stated that within 
a “very short time” their organization 
would be perfected and salesmen put 
into the field. 

The new company proposes to begin 
business with an initial paid-in capital 
of $520,000. Birmingham will be the 
home office. Permission to begin busi- 
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ness has already been granted by the 
insurance commissioner, it was said. 
The new company is now preparing its 
policy forms. 

Officers of New Company 


E. R. McDavid has been chosen chair- 
man of the board; J. M. Corr, president; 
Sam C. King, vice-president; W. A. 
Berry, secretary-treasurer; James Alto 
Ward, M. D., medical director; James 
T. Doster, Jr., M. D., assistant medical 
director; Martin, Thompson, Foster & 
Turner, counsel. Besides the officers, 
the board of directors will include John 
D. Chichester, H. L. Davis, H. G. Gil- 
bert, Mark Hodo, George Johnston, 
H. H. K. Jefferson, Herbert Levy, E. R 
McDavid, William Logan Martin, Fred- 
erick G. Macke, Everett Shepherd, A. 
Page Sloss, John S. Stone and R. W. 
Wharton. 

All of the officers and directors are 
well known Birmingham business and 
professional’ men. Location of offices 
will be announced later. 








NEARING THE HUNDRED 
MILLION MARK OF 
INSURANCE IN FORCE! 


The Continental 
Life Insurance 


OF ST. LOUIS, MO. 


Grows Stronger Every Day 
42,000 Policyholders 
Assets $13,000,000 


Co. 





LIFE - ACCIDENT - HEALTH 








A few more hustling agents wanted in 
Highly Productive Territory 


Close Home Office Cooperation 


Write for particulars to 


Continental Life 
Insurance Co. 


Ed Mays, President 
ST. LOUIS, MO. 











VOIGHT IS NOW HEAD 
OF THE AGENCY END 


—————— 


WORKED UP FROM THE RANKS 





Oklahoma Life Is Backed by Some of 
the Successful Men of Its 
State 





F. E. Voight, the new superintendent 
of agents of the Oklahoma Life of Okla- 
homa City, has had a splendid training 
in life insurance. He was with the 
Bankers Reserve Life for a number of 
years, starting as a field man carrying 
a rate book and working up to home 
office supervisor of agencies, a connec- 
tion that he held for over six years. 
N. Bert Smith, the president of the 
Oklahoma Life, induced Mr. Voight to 





F. E. VOIGHT 


cast his lot with that company. He 
was elected a director, having acquired 
some stock. He is head of the agency 
department. The directors of the Okla- 
homa Life are leading men in the state. 

The Oklahoma Life started in busi- 
ness March 29 of last year. It was 
organized on the old line basis to take 
over a stipulated premium company of 
the same name. Its capital is $100,000. 
At the present time it is operating only 
in Oklahoma but eventually it intends 
to extend its activities. 


RELIANCE LIFE MAKES GAIN 





Pittsburgh Company’s Paid-For Increase 
First Six Months Over First Half of 
Last Year 7% Percent 





An increase of more than 7% percent 
in paid life insurance for the first half 
of 1928 compared with the first half of 
1927 is reported by the Reliance Life of 
Pittsburgh. The volume of paid busi- 
ness for the last six months was $32,- 
535,528. The written volume, $50,534,- 
442, was a gain of 3.7 percent. 

With the exception of March and 
June, the increase of the company’s paid 
life business each month this year was 
from 9% to 17% percent compared with 
the corresponding months last year. The 
general business last month was greater 
than that of June, 1927, but the com- 
parative figures show a slight loss be- 
cause of one policy for $1,000,000 issued 
a year ago on the life of a Chicago 
banker. 

Since January 1 
Reliance Life have 
363.28 or 6.61 percent. 
were $51,311,202.89. 

On June 30 the company had in force 
$394,667,603 life insurance, $152,275,977 
accident insurance, and $358,464.25 
weekly indemnity health insurance. 


the assets of the 
increased $3,183,- 
On June 30 they 





TORREY MADE PRESIDENT 
OF PROVIDENCE CLASS 





GIVE N. Y. UNIVERSITY COURSE 





Vincent B. Coffin Conducts His Last 
School for Rhode Island 
Life Men 





Daniel T. Torrey, general agent of the 
Provident Mutual, has been elected 
president of the New York University 
Insurance School, being held in Prov- 
idence, R. I. George F. Crum, special 
agent of the Smith agency of the Equit- 
able Life of New York, is secretary. 

The school’s faculty, Vincent B. Cof- 
fin, director, and Ralph G. Engelsman 
and Dr. Retzer, special lecturers, will 
give an informal dinner July 23, to the 
six men on the Providence committee 
who have had active charge of arrange- 
ments for the school. These men are 
Daniel T. Torrey, Clinton C. White, 
secretary Puritan Life; Lawrence F. 
Vories, head of the life department of 
Starkweather & Shepley; Eben Luther, 
general agent Connecticut Mutual Life; 
William E. Field, general agent Pru- 
dential, and George F. Crum. 

Mr. Coffin is conducting his last insur- 
ance school as he has recently been ap- 
pointed educational director of Penn 
Mutual. Mr. Engelsman is_ general 
agent in New York of the same com- 
pany, and Dr. Retzer is a special agent 
of the Northwestern Mutual Life. 


WILL DISCUSS NEW SECTION 





American Life Convention Committee 
Will Confer on Program for the 
Agency Department 





Plans for the formation of the agency 
section of the American Life Conven- 
tion will be discussed at a meeting of a 
special committee at the LaSalle Hotel, 
Chicago, July 20. 

The new agency section will be 
launched at the annual meeting of the 
convention to be held in St. Louis in 
October. The meeting in Chicago on 
July 20 will discuss the program to be 
presented at the initial meeting of the 
new section and other details for the 
formation of the section. 

Clarence L. Ayers, president of the 
American Life of Detroit, is chairman 
of the special committee in charge of the 
program for the agency section. 

Others who are expected to attend the 
meeting are J. Arnold, president 
Northwestern National Life and presi- 
dent American Life Convention; Claris 
Adams, general counsel and secretary- 
manager of the convention; Walter E. 
Webb, vice-president National Life 
U. S. A.; W. T. O’Donohue, vice-presi- 
dent Jefferson Standard Life; Clarence 
E. Linz, vice-president Southland Life; 
James A. McVoy, president Central 
States Life and chairman of the Amer- 
ican Life Convention’s committee on 
agents and agencies; Robert E. Sweeney, 
vice-president State Life of Indianapolis: 
W. T. Grant, president Business Men’s 
Assurance; H. M. Woollen, president 
American Central Life, and H. B. Arn- 
old, president Midland Mutual Life. 





C. K. DuMars 


C. K. DuMars, who for the last eight 
years has been with the Equitable Life 
of New York, has been appointed man- 
ager of the Philadelphia agency of the 
Bankers Life of Iowa. He will have 
supervision over eastern Pennsylvania, 
southern New Jersey and the Chepa- 
peake shore counties of Maryland and 
Virginia. His headquarters are at 601 
Bankers Trust building, Philadelphia. 
For the last two years Mr. DuMars has 
been assistant manager of the T. A. 
Griffiths agency of the Equitable of New 
York at Philadelphia, and previously was 
connected with agencies of the company 
at Buffalo and Milwaukee. 
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PLANS FORMULATED 
FOR FARMERS NATIONAL 


COMPANY STAYS IN CHICAGO 





E. W. Merritt, Jr., the New President, 
Will Move to Headquarters and 
Take Executive Charge 





Massey Wilson, who has purchased 
the Farmers National Life of Chicago, 
will be elected chairman of the board 
as soon as the position can be created. 
The Insurance Investment Corporation 
made the purchase. It also owns the 
control of the Agricultural Life of Bay 
City, Mich., Federal Reserve Life ‘of 
Kansas City, Kans., Security Mortgage 
Corporation of Detroit. E. W. Merritt, 
Jr., who is vice-president of the Federal 
Reserve Life as already announced be- 
comes president of the Farmers National 
Life. Mr. Wilson is president of the 
Federal Reserve Life and chairman of 
the board of the Agricultural Life. John 
J. Hopkins, counsel of the Standard Oil 
Company of Indiana, and chairman of 
the finance committee of the Farmers 
National Life, is one of the seven old 
directors who continue on the board of 
the Farmers National. The three lite 
companies controlled by the Insurance 
Investment Corporation have more than 
$90,000,000 insurance in force and assets 


of about $10,000,000, 
Others in the Management 
Alex C. Green of Detroit, who has 


been elected secretary was formerly with 
the Michigan insurance department and 
later an examiner for the mortgage se- 
curities commission of that state. Frank 
Johnston, another new director is presi- 
dent of the Farmers State Savings Bank 
of Cornell, Ill. John J. Kalousek, who 
has been made assistant secretary was 
formerly an examiner for the Montana 
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insurance department. B. Frank Bush- 
man who has been associated with Mr. 
Wilson in various enterprises and be- 
comes a director of the Farmers Na- 
tional Life is president of the General 
Casualty & Surety of Detroit. 

While insurance circles of Chicago and 
St. Louis have been speculating on the 
probability of the merger of the life 
companies now controlled by the Insur- 
ance Investment Corporation, Lloyd 
Damron, vice-president of the holding 
company said there is nothing farther 
from the minds of Mr. Wilson and his 
associates at this time. 

“Our experience with the Agricul- 
tural Life of Michigan during the year 
we have managed it has convinced us 
that the better plan is to retain the 
individuality of each company we con- 
trol and concentrate on the particular 
field in which it operates,” Mr. Damron 
said. 

Benefit Through Association 

“Under this plan each of _ the 
companies will benefit through its affilia- 
tion with the other companies in rein- 
surance facilities, etc.; have the advan- 
tages of experience and counsel of the 
ofhcials of the Insurance Investment 
Corporation without sacrificing any of 
the very distinct advantages of indi- 
viduality, economic operation in a highly 
cultivated convenient territory and will 
avoid the heavy lapsation rate that very 
frequently accompanies the physical 
merger of life companies. 

“We do not contemplate any revolu- 
tionary changes in the management or 
personnel of the Farmers National Life’s 
organization. A. O. Hughes will con- 
tinue to direct its agency organization 
in the 10 central western and southern 
states in which it operates. The home 
offices will continue in Chicago.” 

Mr. Merritt will move te Chicago to 
take active charge of the Farmers Na- 
tional Life. He will be assisted by D. H. 
Holt, vice-president and treasurer. Dr. 
S. C. Stanton will continue as director. 

Mr. Damron was in Chicago during 
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| Farmers National. It was explained 
| by the officials that Mr. Wilson for the 
| Insurance Investment Corporation pur- 

chased the stock control of the Farm- 
|ers National from Paul L. Temple of 

St. Louis, vice-president of the Mis- 
| sissippi Valley Life. Mr. Temple had 
| made a deal with former President Ben 





F. Biliter and his associates. Mr. 
| Temple had not been associated with 
Mr. Wilson in any of his other enter- 


| prises and after the sale was consum- 
mated Mr. Temple retired from any 
further relationship with the Chicago 
company. 





Menold Leads Agency Force 

The agency force of the Franklin Life 
of Springfield, Ill, put over one of its 
greatest months when it produced over 
$7,000,000 of paid-for business in June. 
This represents a 26 percent increase 
over June of 1927. 

Harry W. Menold, Chicago general 
agent, leads the entire company’s agency 
force for the first six months of the 


year. Mr. Menold’s agency stood third 
until June, when it advanced to first 
place. The agency is only two and one- 


half years old and Mr. Menold has only 
been in charge for three months. 


B. M. A. June Production 


The Business Men’s Assurance had the 


second largest month in its history in 
June, when it wrote $4,120,950 of life 
business. The same month last year 
the company wrote $2,424,190, which 


was a record for June up to that date. 

With the conclusion of the June con- 
test 28 additional agents qualified to 
attend the all-star producers’ convention 


making 72 in all. 


Getting New Office Ready 


The new home office of the Manhat- 





tan Life in New York City at 654 Mad- 





Aug. 16-18 in Glenwood Springs, Colo., | 


All the 


occupancy. 


people is required in arranging for the 


new quarters, 





Seventy Policies in 30 Days 


F. H. Hertel of the Columbus agency 
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the week in consultation with Massey | ison avenue is being made ready for its 
| Wilson and President Merritt arranging | 
| for a more aggressive campaign for the | 


tenants in the old 
building at 66 Broadway are out except 


| the Manhattan Life itself. The old 
building is in process of demolition. 
Much of the time of the home office 


of the Ohio State Life has written more 


than 70 life insurance policies within the 
last 30 days, a record of which he and 
Hertel 
success 
hours a 


his friends are very proud. Mr. 
says that the secret of his 
that he works from 12 to 14 


day, and morning, noon and night. 


is 





DID 


YOU 
KNOW 


That the Life Insurance 
Death Claims in Splash- 
dam, Va., amounted to 
$25,836 in 1927? What 
were they in your city 


4 


You will find the answer in the 
Life Payments Localized Num- 
ber of THE NATIONAL UN- 

| DERWRITER, which will be 
| off the press July 27. 





| 

















EASIER SELLING 


RATES FOR $10,000 


Age Premium 
25 $172.40 
35 $226.50 
50 $396.10 
60 $641.80 


*Based on 1928 Dividend. 


Ist year* 
Dividend 
$28.50 
$29.50 
$31.50 
$36.50 


Net Cost* 
$143.90 
$197.00 
$364.60 
$605.30 


PHILADELPHIA 


Walter LeMar Talbot, President 











Sales resistance is not wholly a matter of price — but price is an important factor, it 
cannot be denied. This is a day of programming insurance needs, and the attractiveness 
of the program depends upon the attractiveness of the rate. 

Fidelity Mutual recognizes this and meets it with a New Low Rate Life Policy, 
adopted May 15th. The Golden Anniversary Year of the Company is thus marked by a 
forward step which very definitely makes easier selling for its field. 

This new and unusual policy is offered only to preferred risks ages 20 to 60, in amounts 
of not less than $5,000. Permanent Total Disability and Double Indemnity Benefits are 
issued in connection with this plan. 

Typical rates quoted below will indicate how attractive the figures are. 


| Agency connections available in forty states—on a live-and-let-live contract. 


The Fidelity Mutual Life Insurance Company 
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HEALTH INSURANCE 
HAS SOME PROBLEMS 


CLAIM RATIO IS HIGHER 


Company Officials Are Weighing in 
Their Minds Ways and Means 
for Improvement 


Owing to the fact that this year has 
shown an increase in the health insur- 
ance ratio, company officials are 
again turning their attention to this 
branch of the business. The influenza 
and pneumonia epidemic this year ex- 
tended into April and May. In fact 
the claim ratio for most companies in 
those two months was higher than dur- 
ing the three early months of the year, 
which are always prolific claim produc- 
ers from respiratory diseases. The 
companies found themselves confronted 
with increasing claims during April and 
May, which was most unusual. This 
hangover cut the profit out of the busi- 
ness. 


le ISS 


Health Insurance Troublesome 


Health insurance has been a trouble- 
some problem for company officials. 
They have devised plans of all kinds to 
try to overcome the increasing claim 
ratio. Calling for higher rates does not 
solve the problem. In fact it drives 
the best risks away from the compa- 
nies and the selection is against them. 
Companies are hedging here and there. 
The Federal Life of Chicago has in- 
creased its health rates about 25 percent, 
it having been one of the compames 
that held its rates down as low as pos- 
sible. 


Pronounced Tendencies 
There are certain tendencies in the 
business that are pronounced. Almost 


all companies have cut off their life in- 
come policy. That was found to be a 
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losing proposition. Most companies are 
now paying only for house confine- 
ment. Many have reduced the length of 
payment of health benefits to a year. 
Owing to the high price of health insur- 
ance, when a man is ill for a few days 
he is urged to make a claim by his agent 
or broker. Many officials feel that the 
only way to solve the health problem 
will be to educate agents to write poli- 
cies with a waiting period of from a 
week up. This is particularly true with 
the commercial business. Wage earners 
whose compensation is automatically 
cut off when they do not appear for 
work are interested in health insurance 
taking effect at once. They buy largely 
the industrial policy, which is a com- 
bined accident and health contract. 


Age Is a Factor 


Companies find of course that age is 
a factor in health insurance. From age 
45 on the claim ratio naturally is 
higher. This is taken care of by an in- 
creased rate. Agents at this time have 
educated their prospects and assureds to 
take policies that go into effect at once. 
It will be necessary to change the atti- 
tude of the agents before any momen- 
tum is secured in selling the waiting 
period policy. 


Plan Detroit Trip 


One of the crack trains of the Penn- 
sylvania system has been chartered by 
the New York Association of Life 
Underwriters to convey the big dele- 
gation from New York to the national 
convention of the National Association 
of Life Underwriters at Detroit, Sept. 
12-14. A large group of New Yorkers 
will attend the convention and Secre- 
tary McKenzie of the local association 
is now busily at work rounding up the 
delegate on the dotted line. This asso- 
ciation will work in conjunction with 
the Philadelphia association and the two 
will jointly use this specially chartered 
train, which will have club car and ob- 
servation car and no coaches. 








































sound idea. 























It Vetoes Veuws To 
Grow A Mighty Oak 


Continental has grown like a 
mighty oak from the acorn of a 


It is not accidental that the Con- 
tinental writes a large volume of 








UNDERWRITER 
SEES NEED FOR TRAINING 
OF HOME OFFICE RANKS 


COMPARES ENGLISH SYSTEM 


Vincent W. Edmondson of Manhattan 
Life Views Situation in This 
Country 


NEW YORK, July 19.—Incorpwration 
of a bit of English caution and elaborate 
preparedness in the American program 
of aggressive growth and expansion 
might react to the profit of the business 
in this country, in the opinion of Vin- 
cent W. Edmondson, superintendent of 
field service for the Manhattan Life. 
Viewing life underwriting practices from 
a background of 10 years in this country 
and 10 years in England, the wide dif- 
ferences between the operations of the 
two countries can readily be seen by 
him. He went through the comprehen- 
sive training program across the ocean 
and on this side he has had an un- 
usually intensive training program in all 
branches of the business. 

The greatest handicap he encounters 
in the American system is that often 
men achieve important positions without 
being qualified to handle them. They 
have arrived too swiftly and without 
preparation, so that they have no knowl- 
edge of the business in general or even 
in the departments directly affiliated with 
their own. In England everyone desir- 
ous of home office work must go through 
the apprenticeship and serve for four 
years for only a few hundred dollars, 
going into every department and learn- 
ing the mechanics of the business, from 
the mailing desk to the underwriting and 
claim service. There is a great differ- 
ence, thus, in the finished product who 
takes a home office desk, knowing just 
what each department is doing and how 
it functions, as compared with the chap 
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who finishes college and at once falls 
heir to a plush seat in some office where 
he has ample ideas, but no basic knowl- 
edge. 

This has, of course, been the great 
difference that has accounted for the 
remarkable development of life insur- 
ance in this country. The aggressive, 
pioneering attitude which has prompted 
companies to expand often even before 
their staff was trained to the new field 
has resulted in a phenomenal growth of 
the business in this country, unbound by 
traditions of old. On the other hand, 
with the new proportions reached, the 
business has need of big men for the 
executive posts and men who are not 
professional managers, but proficient in 
the duties of their particular profession. 
The more bulky the organization, the 
more helpful would be a realization of 
the inter-relationship of the various de- 
partments. Training of home office em- 
ployes could thus be taken on the same 
basis as agency training, which has of 
late become an important factor in the 
business. The employes in the home 
office desirous of advancing to executive 
posts should be given this comprehen- 
sive training. They could profit by a 
knowledge of the claims department, 
even though they are entering the 
agency field, or vice versa. And the 
companies would have a much more 
smoothly operating machine under such 
a system of training. 


ADVICE TO YOUNG PEOPLE 


_If I had the opportunity to say a 
final word to all the young people of 
America, it would be this: Don't think 
too much about vourselves. Try to cul- 
tivate the habit of thinking of others; 
this will reward you. Nourish your 
minds by good reading, constant read- 
ing. Discover what your lifework is, 
work in which you can do most good, 
in which you can be happiest. Be un- 
afraid in all things when you know you 
are in the right—Dr. Charles W. Eliot. 





A BOOK ABOUT OURSELVES F WRITTEN FOR You 


business. Nor is it accidental that 
agents of the Company are the 


i cities. 


leaders in production in so many 


tinguishes it from others. 


If you are interested in increas- 


Leadership is usually justified 


ing your sales, address the Agency 
Department. Information and de- 
tails are most gladly given. 


CONTINENTAL CASUALTY COMPANY 


CONTINENTAL ASSURANCE COMPANY 


H. G. B. ALExanper, President 
910 South Michigan Avenue 


CHICAGO, ILLINOIS 


The Affiliated Continental Companies write 
practically all forms of Insurance and Surety Bonds 
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PRICES FOR EXTRA COPIES 
OE nccucanvese wos 


1000 Copies @ 35c 
2000 Copies @ 32c 
5000 Copies @ 28c 
10000 Copies @ 25c 


LIFE INSURANCE EDITION 15 


MR. GENERAL AGENT 


The National Underwriter’s “Life 
Payments Localized” Number 
Actually Shows Life Insurance in 








Aetion! . 


NTIMATE and human facts 
impress the prospect for life 
insurance more than anything 


else. 


The fact that William 
Bostian left $10,000 
in life insurance to 
his family when he 
died is bound to in- 
terest his fellow 
townsmen in Inde- 
pendence, Mo. And 
interest is the first 
step in a sale! 


Not only that, but 
the compilation 


showing that $1,746,105,557 in 








HE Life Payments Local- 
ized number can be used 
effectively to— 


1. Drive home the need of life 
insurance with a local illus- 
tration. Clients are more 
interested in what life in- 
surance has accomplished 
in their community than 
elsewhere. 


N 


Show how life insurance 
has been used by their 
friends. 


3. Demonstrate how money 
invested in life insurance is 
always returned with inter- 
est at the time when it is 
most needed. 








were made in 1927 can’t help 
but enlarge the laymen’s 
conception of the function 


of life insurance. 


Every live wire life 
insurance agent 
should have a copy 
of this “Life Pay- 
ments Localized’’ 
number to use in 
canvassing. You, as 
general agent, 
should supply all of 
your salesmen with 
copies. 


We go to press 


July 25th—so send in your 


NATIONAL UNDERWRITER CO., 
75 A-1946 Insurance Exchange, Chicago. 
25.00 Gentlemen: 
45.00 I would like to have........... copies of your “Life Payments Localized” 
86.00 number. Kindly send these copies as soon as they are off the press. I enclose 
126.00 eee in payment. 
164.00 
200.00 EE ee re ee a ee ee re Te aN er 
350.00 
640.00 RT EP ee or Oe Tee Teer eee Pee ree rer ere ee err eT ree Tree Te 
1,400.00 
2,500.00 EE a eT eee ey i ccdwcccesesives 


life insurance distributions order today! 


The National Underwriter Company 
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American and British Comparison 


M. Axsert Linton, vice-president of 
the ProvipeEnt Mutuat, has made an 
investigation of a British statement that 
life insurance in American companies 
more than in British companies 
and finds the statement not to be true. 
On the contrary there is a slight differ- 
ence in favor of the American companies 
as is shown by the following comparison 
of non-participating rates on an ordi- 
nary life policy at age 35, based on the 
average for 12 American and 12 British 
companies: 


costs 


Difference 
in Favor 


Age American British of American 
25 5.00 18.64 -54 
30 17.11 17.83 -72 
35 19.87 20.71 84 
40 23.65 24.54 .89 
45 28. 94 29.50 -56 
50 36.28 35.92 3 


Mr. Linton says: “If account were 
taken of the fact that the British com- 
panies charge premiums as of the nest 


birthday and the American companies 
charge premiums as of the nearest birth- 
day, the advantage in favor of the 
American companies would be still more 
pronounced. Similarly the American 
companies give more liberal cash sur- 
render and other non-forfeiture values.” 

A comparison of participating costs 
would be difficult on account of different 
methods of computing dividends in the 
two countries. 

Simply stated our guess would be 
that American companies earn a higher 
interest rate and that while commissions 
are higher in America other expenses 
are probably lower due to the larger 
amount of business done, thus cutting 
overhead. 

A comparison of the actual mortality 
at various ages in leading companies of 
the two countries for a period of years 
would be interesting. 


Backed by One’s Own Policy 


WE noticed the other day a news item 
to the effect that all the agents in the 
Spokane agency of the Mutuat Lire of 
New York carried one or more policies ‘in 
the company they represent. When this 
statement was made in the Mutua. Lire’s 
agency bulletin, it drew some comment 
from Manager HatHaway of the com- 
pany at Los Angeles, who states that all 
the members of his office are also insured 
in the Mutvat Lire. 

This brings up a point of interest to 
men with the rate book. It makes a far 
more impressive canvass for the agent to 
realize that he has a policy in the com- 


pany which he is serving and can exhibit 
it if necessary. That is, the prospect will 
have much more confidence in what the 
agent is saying if he knows that the agent 
himself is taking his own medicine. Some 
agents carry their policy with them care- 
fully encased in a leather wallet so that 
it can be preserved. Sometimes agents 
take the occasion to use the kind of policy 
or policies they are carrying as a model 
for the prospect solicited at that particular 
time. A policy of one’s own company 
at hand is a strong personal endorsement 
of that company and can not fail to 
have an effect on the buyers. 


Creating a Buyers’ Market 


B. C. Forses, the financial expert, in 
a recent address declared that high pres- 
sure salesmanship has developed over pro- 
duction but has not created a larger con- 
sumer market. He deplored this form of 
salesmanship, stating that nothing was 
gained where a man was sold something 
that he did not really need and did not 
fit into his program. All who are interest- 
ed in selling, he declared, should create a 
substantial consumers’ market. New uses 
should be opened for existing products. 

Fortunately for insurance there is al- 
ways a big opportunity to create a buyers’ 
market. While so-called high pressure 
salesmanship is resorted to at times, yet 
insurance as a product is something that 
everyone needs. The duty of the insur- 


ance man is to tell the buyer just how it 
does fit his needs. The old plan of selling 
a man insurance merely because it is a 
good thing, no longer goes. The insur- 
ance salesman must be able to diagnose 
the insurance needs of his clients. He has 
a specific for every need. The uninformed 
insurance salesman is not able to apply 
insurance to these needs. He follows the 
hit or miss system. Intelligent insurance 
salesmanship has made much progress in 
recent years because agents are fitting 
themselves far more efficiently for their 
task. 


Wuose fault will it be when you have 
passed on if among your valuable papers 
there is found a lapsed insurance policy? 





PERSONAL GLIMPSES OF LIFE UNDERWRITERS 

















Henry Clabaugh, son of Charles C. 
Clabaugh, general supervisor of agencies 
for the Maryland Life, won the junior 
tennis championship of Baltimore for 
another year. Last year, his first as a 
junior, young Clabaugh won the title the 
first time. 

Frederick A. Griswold, for 22 years 
general agent of the Northwestern Mu- 
tual Life in Hartford and for 36 years 
connected with the company, until his 
retirement three years ago, died at his 
home in Wethersfield Thursday, 
aged 72 

Mr. Griswold joined the Northwest- 
ern Mutual in 1889 and in 1903 was 
made general agent. In 1925 Mr. Gris- 
wold retired and was succeeded by his 
son, Henry S. Griswold. During his 
service as general agent, Mr. Griswold 
built up the Northwestern’s business in 
force in the state from $10,000,000 to 
some $50,000,000. 

C. Vivian Anderson, an agent of the 
Provident Mutual Life at Cincinnati, 
has been appointed on the committee 
of taxation of the Ohio Chamber of 
Commerce. 

E. B. Stephenson, president of the Se- 
curity Mutual Life of Lincoln, Neb., has 
gone to Europe to spend a vacation. 
He recently resigned from local bank- 
ing connections in order to devote his 
entire attention to the company. 

Dr. George Eliot Howard, a director 
of the Midwest Life of Nebraska from 
its organization, died recently in Lin- 
coln, after an illness lasting many 
months, aged 79 years. He was a 
brother-in-law of the late N. Z. Snell, 
its founder. Although a university dean 
he was keenly interested in insurance, 
and his idealism was mingled with a 
sound judgment that made his work 
valuable as a director. He retired from 
his professional work four years ago. 


M. Rothschild, president of the Sun 
Life of Baltimore, celebrated his 65th 
birthday Monday. Mr. Rothschild, who 
was born in Germany, was one of the 
founders of the company in 1890. Prior 
to that time he was an industrial agent 
in Baltimore. 


F. Barr, 


vice- president and super- 
intendent of agencies of the Kansas 
City Life, and his daughter, Mrs. Paul 
White, are enjoying an extended va- 
cation in the Great Lakes region. This 
is Mr. Barr’s first vacation in 23 years’ 
service with the company. 


Miss D. E, Mathes, cashier of the 
Kansas City Life since its organization, 
has assumed her duties after an absence 
of eight months. Miss Mathes frac- 
tured her hip last fall. Home office 
friends welcomed her return. 


After a visit of two weeks or more in 
Los Angeles on a trip to “ California 
agencies of his company, D. Wag- 
goner, president of the United Fidelity 
Life, left for his home in Dallas last 
Saturday. 


The $150,000 home for the aged at 
Abilene. Kan., built in connection with 
Brown Memorial Park, all of which has 
been sponsored and endowed by C. L. 
Brown of Abilene, president of the 
“United Companies,” which include the 
United Life of Salina and the United 
Trust Company of Abilene with 
branches in Wichita and other of the 
larger Kansas towns, was dedicated 
July 15 with Governor Paulen of Kan- 
sas as the chief speaker. 


As a lasting tribute to Wilfred Wha- 
ley Mack, or “Bill” Mack, as he is bet- 
ter recalled by his former associates in 
insurance and insurance journalism. his 
brother has compiled a book of “Bill’s 





Bulletins,” being some of the features 
that came from his pen during his long 
and active life. In these collected works 
the gaiety of heart and inexhaustible 
humor is clearly reflected. A bit of the 
philosophy echoes forth even in the dis- 
cussion of prosaic phases of the insur- 
ance business. “Bill” Mack achieved a 
lasting place in the memory of under- 
writers and insurance journalists as edi- 
tor of the “Weekly Underwriter” and, 
now that he is gone, this book dedicat- 
ed to his friends as a memorial makes 
permanent record of his personality. 


E. E. Kneedy becomes field super- 
visor of the Midland National Life of 
Watertown, S. He was formerly 
superintendent of agents some years 
ago but left the service. He will spend 
most of his time in employing and 
training new agents. 


O. H. Malsbury, who has been agency 
special in the St. Louis office of the 
Missouri State Life, has been assigned 
to the salary savings department to as- 
sist Herbert Samel. He went with the 
St. Louis office in 1923. He was agency 
supervisor for Illinois unti! his present 
appointment. Mr. Malsbury was_for- 
merly with the Hartford Live Stock In- 
surance Company. He joined the Mis- 
souri State Life in February, 1922, and 
did home office and conservation work. 


The Inter-Southern Life has recently 
entered into a contract with the em- 
ployees of the Louisville & Nashville 
Railroad for the purpose of inaugurat- 
ing a pension, plan. The plan adopted 
is a pioneer in the field of life insur- 
ance in that the contract is made with 
the employes rather than with the rail- 
road. It provides for pensions under 
specified conditions of years of service 
with the railroad and attainment of spe- 
cific ages. Premium payments are to 
he made by the emloyes according 
to the plan usually adopted in group 
insurance. The plan was devised by 
Dr. Donald F. Campbell of Chicago, the 
consulting actuary, who has worked out 
systems for other concerns. The sys- 
tem will go into effect when at least 
15,000 employes of the railroad apply 
for participation. 

Harper Moulton, who recently was 
appointed a Chicago general agent of 
the State Mutual Life, has opened 
offices at 1724 Bankers building. Until 
his appointment by the State Mutual 
Life Mr. Moulton had been Kansas 
City general agent for the Provident 
Mutual Life, and previously to his Kan- 
sas City service represented the Provi- 
dent Mutual in Chicago. 


Wallace Boileau, assistant to the vice- 
president of the Penn Mutual Life, and 
Charles H. Harding, assistant auditor of 
the company, were in Chicago a few 
days late last week visiting the com- 
pany’s general agencies in that city. 


John J. Spear, Chicago manager of the 
Union Mutual Life, is giving a good 
account of himself personally and is do- 
ing some excellent work in his agency 
although he has just closed his fifth 
month with the company. For June 
Chicago was second in insurance paid 
for and in new premiums collected. Mr. 
Spear headed the list for new insurance 
paid for during the month and new 
premiums collected. R. R. Reid, Chi- 
cago agent, was second in new pre- 
miums collected and fourth in new paid 
for business. 


Robert B. Pegram, Jr., 14-year-old son 
of R. B. Pegram, assistant secretary 0 
the Life Insurance Company of Vir- 
ginia, recently suffered serious injury to 
his spine while diving into a shallow pool 
near Richmond. Since the accident 
voung Pegram has been partly para- 
lyzed, but is expected that he will com- 
pletely recover. 
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ia The Sun Life of Canada announces 

ler- the appointment of E. C. Bloodworth 

-di- as agency assistant of the St. Louis di- 

nd, vision. Mr. Bloodworth is a native of 

-at- St. Louis and has been in the life in- r 
kes surance business for over ten years, 

My “Boss” said previously having been connected with A General Agency with real 
es Bey vse « . the Fidelity Mutual and John Hancock. > . 

- itwas... . but, I’m Rone agi cag ha may nme S. Home Office assistance. 
a . ia a y . is alse 1e ins ce 
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ers ae lk Fidelity Mutual in St. Louis for a num- : a 

ars ar a pean. Free Supervisory Service. 
i "ou're mM ) cae ee 

anc ) oure not going te Peng ——r 

write Insurance for any 


T. F. Lawrence, Illinois state manager Free Correspondence Courses. 


ney Company, unless they of the Reliance Life of Pittsburgh, an- 
- have what you want, nounces the appointment of Arthur R. 


Curtis as assistant manager. Mr. Curtis 


as- and know you need, will assist Mr. Lawrence in agency de- Free health examination for 


the are you? velopment work in Chicago. Mr. Law- . 

ncy 4 ; th a . a ae 2 a 

acy rence is now rapidly ‘Swinging into stride policyholders. 
e and is expanding his agency organiza- 


for- Of Course, We Have tion. He has leased new quarters in the 








In- new 100 North La Salle building, which "1 . . S 
fis- és e he_ will occupy on Aug. 15. The new Financial assistance In get- 
_ Everything offices are considerably larger than the ° : 
ork. present Reliance Life quarters in the 
Harris Trust building. Mr. Lawrence ting started. 
itly | plans on adding several agency supervis- 
em- | ors to assist him in expanding his or- . * e ° 
ille | Under the ganization. Full line of participating pol- 
rat- 
ted ”? 


os | § Harry W. Bates icies and large dividends. 
vith un Harry W. Bates has been appointed 


assistant field superintendent of the 
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der | 7 s American Central Life. He joined the Twenty- two years of high 
vice . . . . And then some, company in 1923 as receiving teller of 
ipe- for mes -e he Indianapolis collection office of the : 

or imstance.... lie I , 
|, to J - company. Shortly thereafter he was grade service and no death 
ling 1. Non-Medical made cashier for the central branch . 
= 2. Monthly Premium office, and in 1925 was sent to Florida as claim ever contested or com- 
by ‘ ile Polici \f| field director assisting Superintendent A 
the 3. Juvenile Policies \f | Gordon E, Varney. Mr. Bates has just om ed 
— 4 Payor Insurance \f | been recalled to the home office to take pr 1S ° 
_ 5. Salary Savings |i | up the duties of assistant field superin- 
~ 6. Participating |f | tendent. In his new capacity he will be ° ° ° . 

7. Non-Participating |] | concerned with field development in the Opportunities in Illinois, 

8. Sub-Standard esi I di Mi hi P | ; 
was 9. Female Insurance ndliana, 1c igan, ennsy Va- 
of : James Dougherty 
ned 10. Sales Promotion Dept. : : . N J V . . . 
ntil 11. Educational Course ie te Done of See lae, = nia, ew Jersey, irginia, 
tual 12. Direct Mail Advertising Ne cane sete alleen ng Ang ° ol . . 

. |i | will be district manager for the Mutual 

nsas 13. Salesman’s Folio at tis te cemmcamee Souk cetbeny. West Virginia and California. 





_ 14. School for General Agents [| This district was formerly handled by . . | ° fj 
cent 15. Accident and Health if | G. P. Reeves. Mr. Dougherty was disy Your inquiry he d in conn- 
: |f | trict manager for the Northwestern Na- 
tional of Minneapolis for some time and 
. | has been in the insurance business for dence. 
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and 
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Abraham Lincoln Life Allan Gates, former agency supervisor 
|} | and special agent for Union Central at 


Little Rock, Ark., has been named spe- 


eo Insurance Company cial agent of the Penn Mutual Life for }4 
0 Arkansas, succeeding Whitney Harb. 
cai SPRINGFIELD, ILLINOIS Mr. Gates became agency supervisor 


| 

| 

| - . ~ . 

fifth for the Union Central under C. G. Price, 

~ ~@2 =~ || | state agent, in September, 1919. While 

—_ |f'| with that company he produced close to 

s |] | or in excess of $1,000,000 each year. He 

ii ;, |i | was president of the Little Rock Life 

anes Ot, B. HELL. President \f| Underwriters’ Association in 1921 and 

new F. M. FEFFER, Vice-President 7, | again in 1927. He is now a member of ° 
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PARKINSON AT CONFERENCE 


Equitable Life of N. Y. Officials Attend 
Edward A. Woods Agency’s Edu- 
cational Meeting 


PITTSBURGH, Jily 19.—President 
Thomas I. Parkinson of the Equitable 
Life of New York was present at the 
six-day educational conference of the 
Edward A. Woods agency which closed 
last week at Bedford Springs, Pa. The 
conference carried over the 
and was a well blended program of busi- 
ness and entertainment. William M. 
Duff, manager of the agency, was in 
charge of the daily sessions. 

Vice-President Leon O. Fisher brought 
greetings from the home office. A. G. 
Borden, of New York, agency instructor 
and prominent for his educational work, 
particularly in connection with business 
insurance, spoke on “Modern Life Un- 
derwriting.” There were many talks on 
various phases of the business by some 
of the outstanding producers of the 
agency. There was a group conference 
at which Charles E. Thayer, executive 
assistant of the group department at the 
home office, spoke and read a paper by 
Vice-President William J. Graham. 
N. E. Horelick, deputy director of pen- 
sions and annuities, discussed pensions. 

-_- 


New Insurance Directory 


The new insurance directory of Dela- 
ware, District of Columbia and Marvland 
issued by THe Nationa Unperwriter is 
off the press and distributed to sub- 
scribers. It is a handy reference book 
of msurance offices of the two states 
and the District It gives full in- 
formation as to companies. Each city 
and town has the agents listed and the 


week-end | 


companies they represent. There is a 
digest of the insurance laws of Mary- 
land, Delaware and the District of 
Columbia. 


Pay Proceeds to Trustee 


An order issued by Justice Horton of 
the New York Supreme Court directs 
that insurance payments by the Mutual 
Zenefit Life and other companies, cov- 
ering policies on the life of Clayton 
Blessing of Silver Creek, N. Y., shall 
be paid to the Silver Creek National 
Bank as trustee pending settlement of 
this case. Immediately after Mr. Bless- 
ing’s death the automobile sales com- 
pany of which he was head was found 
to be bankrupt, with liabilities of nearly 
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$150,000 and only partial assets. Credit- 
ors are now seeking to use such portion 
of the insurance, which amounts to 
$180,000, as is needed to pay their 
claims, on the ground that the premiums 
were paid over a period of years out 
of the earnings of the company of 
which Mr. Blessing was head. 





American National to Enter Ohio 


The American National of Galveston, 
which is placing the group life policy 
on the members of the Blue Goose, 
filed with the Ohio department on Mon- 
day an application for license in that 
state. A short time ago it was pointed 
out that the company was not licensed 
in Ohio and the law on the subject was 
cited in connection with the Blue Goose 
plan. The application of the American 
National for license in Ohio is expected 
to remove that objection. 
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CLAIM BANK LAW INFRINGED 





Wisconsin Bank Examiner, and, At- 
torney-General, Say Sale of Savings 
Certificates Violates Statute 


MADISON, WIS., July 18.—Bank 
Examiner C. F. Schwenker believes one 
of the policy forms of the National 


Guardian Life of Madison, known as 
the savings plan certificate, infringes on 
the banking law of the state and on 
reference of the question to the attorney- 
general that official has rendered an 
opinion to that effect. 

The bank examiner said he has not yet 
decided what his future course will be 
in regard to the question but that he 
should confer with the attorney-general, 
the insurance commission, and the offi- 





cials of the company and probably ask 

changes in the policy form to contorm 

to the attorney-general’s opinion. 
Policy Issued in $100 Units 


The policy in question is issued in 
units of $100 with the initial payment 
being the full premium and is payable 
for the full sum at death or maturity, 
the maturity period being in accordancce 
with the contract 5, 10 or 15 years. 

In commenting on the objections of 
the bank examiner to the policy, George 
A. Boissard, head of the National 
Guardian Life said: 

“If the policy is a violation of the 
banking laws, then every single premium 
payment policy issued by life insurance 
companies in Wisconsin infringes those 
laws. It is nothing more nor less than 
a single premium policy. The only 
difference from the usual policies of 





July 20, 1928 


this character is that it is issued in units 
of $100 instead of $1,000.” 

The insurance department has ap- 
proved the policy for the past three 
years, the company having issued it for 
that period. 

How Violation Occurs 


The opinion of the attorney-genera! 
declares that: 

“An insurance company violates the 
state banking statutes if it issues bonds 
maturing in a certain number of years 
or on death of the holder, the price of 
the bonds being dependent on the ma- 
turity date and the age of the pur- 
chaser. 

“The plan outlined in the insurance 
company’s advertisement involves  sol- 
iciting, receiving, and accepting money 
on deposit as a regular business. The 
mere fact that there is an insurance 
feature involved does not obliterate the 
banking features.” 





AGENCY HOLDS SALES COURSE 


Manager L. E. Pennewell of Mutual 
Life at Oshkosh, Wis., Has 
Built Fine Organization 


The Oshkosh, Wis., agency of the 
Mutual Life of New York held a four- 
day training course at Hancock Lake. 
Regular were held during 
which the theory of objections was dis- 
cussed and suitable answers taught. 

The main topic of study was the 
“Psychology, of Selling Life Insur- 
ance,” by Strong. Human _ instincts 
and emotions and their relation to sell- 
ing life insurance were carefully ex- 
plained and discussed. Walter E. Rigg, 
agency organizer, was present and de- 
livered two splendid lectures, one on 
“Imagination,” and one on “What You 
Have to Sell.” 

The Oshkosh agency has been built 
up from nothing to better than $1,000,- 
000 a year in less than two years by 
District Manager L. E. Pennewell. This 





sessions 
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+ St. Louis-Spring field-Chicago 


_ Hoffmann, Son and Company are com- 
ing more and more to the fore all the 
time. Mr. Corey and I spent a couple 
of days in St. Louis last month and 
were very much impressed with the way 
in which the agency was progressing. 
Hugh Walsh, who has for the past few 
months been Manager of the Life Insur- 
ance Department of the Agency, has taken 
hold of things in a fine manner. With 
his enthusiasm, energy and ability plus 
the cooperation and encouragement of Mr. 
Hoffmann and Briggs, there is little doubt 
that before long Hoffmann, Son and Com- 
pony, will be one of our foremost agencies. 

e held a little agency meeting our first 
day in St. Louis at' which were present 
about twenty-five representatives. Mr. 
Walsh made a fine talk in which he pointed 
out the golden opportunity which the Life 
Insurance profession offers those engaged 
in it. Then Mr. Corey made one of his 
usual splendid addresses and I followed 
with a short talk about our Sure-Way 
Protection and Non-Cancellable Income 
policies. Mr. Briggs Hoffmann closed the 
meeting with a few apt remarks in which 
he pledged his loyal support to the Life 
Insurance Department. 


I was talking to an official of one of 
Springfield’s Life Insurance companies 
last month when Mr. Corey and I were 
there visiting General Agent R. F. Butts 
and among other things this gentleman re- 
marked: “Freeman Butts is one of the 
hardest working and one of the best Life 
Insurance men I have ever seen!” An 
every word of that complimentary state- 
ment is true. Mr. Butts has not been in 
very good health for the past few months. 
In fact, for sometime he has been threat- 
ened with a nervous breakdown but never- 
theless he gets out and sees from fifteen 
to twenty Life or Accident and Health 





prospects every day regardless of how he 
is feeling. And his production speaks for 
itself! It’s always a genuine pleasure for 
Mr. Corey and me to visit Springfield and 
talk things over with Mr. and Mrs. Butts 
and their son and daughter-in-law Bob 
and Henrietta. The whole family is just 
the salt of the earth? 


When Mr. Corey and I arrived in Chi- 
cago, Mr. Beard greeted us with the casual 
remark that he had just closed $200,000 of 
personal business the week before. That’s 
the kind of a Life Insurance man Bob 
Beard is! Incidentally, he has made some 
mighty elaborate plans for the balance of 
the year and unless we miss our guess 
pretty badly, there are going to be 
mighty few months in which the Chicag 
office isn’t listed in the Review as one o 
the five leading agencies. Of course,’ we 
saw that Prince of Good Fellows, ‘Jack 
Miller, and our good friends George Fetty, 
Earl Beattie, Mr. Russell, Mr: Abramson 
and all the other old standbys. Mr. Beard 
has added several new men to his agency 
force, all of whom give promise of doing 
some mighty fine work. For instance, 
there is a young fellow. named James .L. 
Stuart who is one of the best informed 
Accident and Health meg'T have. ever met. 
Jim told me that we could count upon 
some real Accident and Health business 
from him from now on. —T. M. S. 





‘Men Show Your Stuff’ Contest 


The Wallace, Phillips and Wolfe Agency 
of Montgomery are staging a “Men Show 
Your Stuff’ Contest. The contest started 
June 4th and will last through July 3lst. 
Business must be paid for not later than 
September 25th to count. The following 
program of events and prizes is self-ex- 
planatory. 


PAN-AMERICAN 


LIFE REVIEW 








EVENT PRIZE 
100-Yard Dash— 
First salesman to A Leather Case 


roduce a total of for carrying 
$10,000 of completed valuable papers. 
business. 


120-Yard Hurdles— 


First man to produce Two pairs of silk 


3 $5,000 completed hose for each 
applications. application. 
Pole Vault— 


com- Four-pocket Lea- 


Man _ writin 
f. ther Portfolio. 


pleted application 
showing highest pre- 
mium. 

Shot Put— 
Man writing the lar- Fountain Pen with 
gest number of com- name _ embossed 
pleted applications. in gold. 


220-Yard Dash— 


First man to pro- Finest Purse we 


duce $20,000 of com- can buy. 
pleted business. 
Mile Run— 
Man. having largest Fine Traveling 
volume of completed Bag. 
business written in 
June. 
Two-Mile Run— 


A Gladstone 


Man having largest 
Traveling Bag. 


volume of completed 

business written dur- 

ing June and July. 
Discus— 

To the man credited A Manhattan Shirt 

with the greatest for every Ap- 

number of plication. 

completed apps. 

A contest of this kind gives every agent 
a chance to be a winner, and should prove 
to be a lively and snappy one. 





Meeting and Luncheon 
In Cleveland 

While visiting the Arthur Fisher Com- 
pany in Cleveland, Ohio, on his recent 
agency trip in the North, Mr. C. D. 
Corey, vice-President and Superintendent 
of Agents, held a meeting on Tuesday, 
May 29 at 10:30. All of the regular 
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agents of the Arthur Fisher Company and 
quite a number of other men who ere 
interested in securing a connecticn with 
this agency were in attendance. Mr. 
Corey delivered one of his inspiring and 
instructive talks. 

The meeting adjourned for a noon-day 
luncheon at 12:30 at the Cleveland Hotel, 
at which all attending had a most enjoy- 
able time. The guests were: Miss Bess 
Barnet and Mrs. Mae E. Runt and Messrs. 
C. D. Corey, Arthur Fisher, President; 
O. H. Miller, Secretary and Treasurer; 
Wm. Barkacs, Joseph Lang, W. C. 
Heym, S. LoRe, E. C. Martin, Frank 
Grady, Joseph Grady, Ted Hale, Russell 
Schultz, E Henry, R. Warren, 
Paul Marusich, A. M. Herrmann, H. H. 
Koonce and Eaton. 

The afternoon was devoted to sales talks 
and a question box was conducted by Mr. 
Corey that brought out many very inter- 
esting points. The Arthur Fisher Com- 
pany says that they are sure the effect of 
Mr. Corey’s visit will be reflected on their 
future production. 





Cleveland Agency Contest 


The Cleveland Agency staged an inter- 
esting contest during the month of May. 
First and second prizes were offered to 
the winners. The results were based on a 
point system, one point for each ten dol- 
lars ($10.00) of premium income of. ex- 
amined business. The agents furnished 
the office with a list of names of business 
and professional men which were circular- 
ized by the Home Office and which en- 
abled the agents to write a fine grade of 
business and larger policies. 





Pan-American Service 


Educational Course. 

Sales Planning Department. 

Unexcelled Life Policies. 

Child’s Educational Endowment. 

Combination Life, Accident and Health 
Policy. 

Substandard Insurance for Under-Aver- 
age Lives. 

Group Insurance. 

All forms of Accident and Health In- 
surance. 

We have a few general agency openings 
for men who measure up to Pan-American 
ideals. For information write to 

E. G. SIMMONS, 
Vice President and General Manager. 











ert nA 


nh 
~~ 


928 


nits 


ap- 
iree 
tor 


eral 


the 
nds 
ears 
> of 
ma- 
ur- 


ince 
sol- 
ney 
The 
ince 

the 


RSE 


tual 














July 20, 1928 





agency ranks second in paid-for in 
Wisconsin and will soon reach the 
$2,000,000 mark. It recently produced 
32 “apps” for $102,500 in one week. 
The entire force is composed of men 
new to the business. These men have 
come from stores, school rooms and 
farms and have been trained in the 
theory and actual practice of selling by 
Mr. Pennewell. Five men will qualify 
for the 1929 Quarter Million Field Club. 





Vermillion Agency Changes 


Changes have been made in the ter- 
ritories of three district agents of the 
Mutual Life of New York in Wisconsin 
by Gifford T. Vermillion, agency man- 
ager in Milwaukee. L. E. Pennewell, 
district manager at Oshkosh, has had 
Columbia, Adams, Marquette and Ju- 
neau counties added to his territory. 
R <. Overton, district manager at 
Janesville, has been given Green county 
in addition to Rock county; and Fred 
F. Frusher, district manager at Madison, 
will hereafter handle Iowa county in 
addition to Dane county. 

Mr. Frusher is to hold a meeting for 
the agents in his district at Madison 
July 30. It will close with a dinner in 
the evening at which Mr. Vermillion 
will be the principal speaker. 

Mr. Vermillion has ‘also announced 
that J. A. Diefenbach’s district around 
Green Bay has paid for more than 
$1,000,000 the first six months of this 
year. 


New York Life Sales Congress 


More than 100 agents of the Kansas 
City branch of the New York Life met 
in a sales congress last week under the 
direction of Griffin M. Lovelace. The 
Kansas City branch won the privilege 
of having the sales congress over the 
other branches in the southwestern de- 
partment of the company, by its out- 
standing achievement in June in having 
21 agents on the 10-a-month honor roll, 

In conjunction with the sales con- 
gress a meeting of agency directors and 
agency organizers of the ten branches 
of the southwestern department was held 
under the direction of Dick Oliver of 
St. Louis. 


Embry Agency Campaign Success 


The third annual anniversary cam- 
paign held in June by the A. M. Embry 
agency of the Equitable of New York at 
Kansas City, Mo., was notable in sev- 
eral respects. After a campaign in 
March with a total of $5,250,000 busi- 
ness written, the “come-back” in June 
for another record campaign was re- 
markable. Business conditions have been 
very slow, but in this 30 days 131 agents 
produced 764 applications for a volume 
of $4,352,908; 85 members qualified with 
five applications or more. This is an in- 
crease of 30 percent over the same 
month in the campaign in 1927, and 
close to double the number of agents 
that have qualified under the five case 
requirement in any previous June cam- 
paign. The paid business of the Embry 
agency shows a 15 percent increase over 
the first six months in 1927. 


Handle Insurance Stocks 


The Income Investments, Inc., is be- 
ing organized in Chicago to deal largely 
in insurance company stocks. Frank H. 
Ellis, who represents the Old Line Life 
of Milwaukee, with headquarters in the 
Bankers building, Chicago, is the direc- 
tor. It is a Delaware corporation offer- 
ing stock at $40 a year. Mr. Ellis is 
president, John R. Cochran, vice-presi- 
dent; G. D. Forkner, secretary; Arthur 
Mag of Kansas City, Mo., assistant sec- 
retary, and Earl F. Manz, Kansas City, 
treasurer. One of the directors is 
Alfred McArthur, Chicago general agent 
of the National Life, U. S. A. 


Dividend on Monarch Life 


The initial dividend to stockholders of 
the defunct Monarch Life of Kansas 
City, Kas., may be expected in a short 
time. Commissioner Baker of Kansas, 
receiver for the company, has asked the 
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United States District Court to author- 
ize him to make an initial payment of 
$7.50 on each share of stock. 
Practically all of the assets of the 
company have been converted into cash, 
the $120,000 of assets being turned into 
$108,000 of real money, a rather small 
loss considering all the circumstances of 
the company management and the re- 
ceivership proceedings. There are some 
claims yet to be settled and there will 
be attorney fees and court costs to be 
paid. Mr. Baker hopes that these will 
be under $8,000. In that event he will 
be able to pay $10 a share to the stock- 
holders. Mr. Baker has announced that 
he does not expect a fee as receiver. 





Sun Life’s Iowa Plans 


The Sun Life of Canada has estab- 
lished an Iowa divisional headquarters 
in Des Moines, and in the near future 
is planning to open branch offices in 
every major city in the state, according 
to an announcement by J. D. Bowers, 
divisional manager. Assisting Mr. Bow- 
ers, who previously was connected with 
the company in St. Louis, is T 
Becker, secretary of the local branch. 
A branch office has already been estab- 
lished at Cedar Rapids, the first in 
Iowa. 





Penn Mutual Chicago Business 


The Penn Mutual Life’s three general 
agencies in Chicago wrote about $12,- 
000,000 of business the first six months 
of the year. The company is making 
splendid progress in the city. 


T. F. Stevens Visits Chicago Offices 


Theodore F. Stevens, assistant super- 
intendent of agents of the Mutual Life 
of New York, spent several days in Chi- 
cago last week visiting the general 
agencies of his company. 





Millionaire Policyholder 


Oscar Meyer of Chicago, the well 
known advertising expert and president 
of the Meyer-Both Company that occu- 
pies a building at 20th street and Michi- 
gan avenue, Chicago, has just added to 
his insurance so that he carries a little 
over $1,000,000. Mr, Meyer is a firm 
believer in life insurance to protect not 
only his family but various phases of 
his business. The Meyer-Both Company 
is an advertising and publishing office 
with a large clientele. Mr. Meyer has 
ballasted his business enterprises by life 
insurance. Arthur A. Loeb of Stumes 
& Loeb, general agents of the Penn 
Mutual Life in Chicago, mapped out the 
program for Mr. Meyer. 


Knick Agency Makes Great Gain 


The L. H. Knick agency of the Mis- 
souri State Life in East St. Louis, IIL, 
showed a gain of 205 percent in June 
compared with June, 1927. The Newark 
branch led the branch offices in gain. 
This office produced more than $1,000,000 
in new business during June. Ernest D. 
Finch is manager of the Newark branch. 


Convention Site Chosen 


The new Buena Vista hotel, Biloxi, 
Miss., has been selected as the head- 
quarters for the 1929 convention of the 
Central States Life Club. Agents of the 
company who produce the quota of paid- 
for business this year will enjoy the con- 
vention trip as guests of the company. 


Agents in Tribute Drive 


The Central States Life during July 
will endeavor to set a new production 
record as a tribute to James A. McVoy, 
president of the company. Agents of 
the company are being urged to attain 
membership in the company’s Persever- 
ance Club, keep their business on the 
books, to reinstate all lapsed business 
whenever possible. 


The three “L's” of insurance, corre- 
sponding to the three “R's” of education, 
are said by a speaker to be Legs, Lungs 
and Logic. 
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JOHN J. SPEAR 


Leader of the company's en- 
tire agener force for the 
Unit States and Canada 
for written delivered and paid 
business, both premium 
amount and total volume 
during June. 


Incorporated 1848 


UNION MUTUAL 
LIFE INSURANCE 
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PORTLAND, ME. 


New, 


Progressive Program 


For 80th Year 


Featuring 


Increased Dividends to Policyholders and 
New Attractive Policy Contracts 


New, Up-to-the-Minute Income Disability 


New, One Hundred And Twenty Day 
Double Indemnity 


New Chicago Management Of 
JOHN J. SPEAR and Associates 


Suite A-1840 Insurance Exchange South 


Chicago, Illinois 


A Profit Making and Sharing Agency 


Unexcelled Service for Brokers with Full Commissions 
And Renewals 
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HAS THREE MILLION MONTH 





Gordon H. Campbell Agency Sets Not- 
able Production Record, Despite 
Unfavorable Conditions 





Establishing what is felt to be a rec- 
ord for the production of ordinary life 
insurance in ArkansaS and Louisiana, 
the Gordon H. Campbell general agency 
of the Aetna Life at Little Rock reports 
a volume of $3,054,210 for the 30-day 
period just past. 

Despite the severe flood conditions 
which have proven a great handicap to 





business in many sections of the terri- 
tory, 93 agents contributed to the 
month’s production and an optimistic 
note is found in the fact that some 
of the largest individual records were 
made by men in the flooded areas. 
Commenting on the insurance outlook 
in his agency territory Mr. Campbell, 
whose agency is one of the largest in 
the country, said: “The usual bogey 
of ‘presidential year,’ the unfavorable 
weather and flood conditions seem only 
to have made our people more conscious 
of their insurance needs. In many cases 
where economic conditions are very un- 
favorable the extra determination of our 
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EXPANDING MOOD 





Oklahoma. 


missions. 


SACRAMENTO 








Presents wonderful oppor- 
tunities to men of character 
and good records. 
did openings in California, 
Utah, Oregon, Idaho, W yo- 


ming, Arizona, Texas and 


Direct Home Office Con- 


tracts with full liberal com- 


Insurance in force - $100,000,000 
Admitted Assets - 


For full information write 


J. ROY KRUSE, President 


CALIFORNIA STATE LIFE 
Insurance Company 


Splen- 


14,250,000 


CALIFORNIA 


agents has maintained a steady volume 
of business. It is expected that the 
coming months will find conditions in 
this business steadily better and we are 
very optimistic over the general out- 
look. 

“The largest individual volume was 
$241,000, produced by J. C. Patterson 
of Arkadelphia, who wrote 165 exam- 
ined applications to get it. Every case 
was bona fide, the largest being $37,500 
and the smallest $1,000. This we believe 





GORDON H. CAMPBELL 


to be both an outstanding accomplish- 
ment and the 1928 record for the pro- 
duction of examined business in this 
territory.” 

Joe S. Maryman, who has been the 
agency’s “millionaire” producer for the 
past five years, was second in point of 
volume with $167,155. The next in 
volume was a man who produced 102 





applications for $146,210 in spite of the 


illness. 

More than half the counties in the 
territory were represented in the 
month’s business. Eight agency leaders, 
all but one of whom are in rural terri- 
tory, produced more than $50,000 each. 
Fourteen others produced business of 
from $26,000 to $47,250. 





PLAN STATE INSURANCE DAY 





Sept. 12 Will Be Celebrated at Ken- 
tucky State Fair With Educa- 
tional Demonstration 





LOUISVILLE, July 18.—Insurance 
interests which are promoting State 
Insurance Day at the state fair grounds, 
Louisville, Sept. 12, met in the quar- 
ters of the Louisville Board last week, 
for further discussion of plans. The 
installation of an insurance exhibit tent 
is planned, where motion pictures will 
be shown to illustrate fire prevention, 
life saving and health promotion, with 
efforts to promote better hygienic condi- 
tions in homes, first aid methods, etc. 
It is planned to work with the Louis- 
ville Board of Safety and if possible 
stage a pageant illustrating develop- 
ment in fire fighting equipment. The 
committee in charge was also author- 
ized to arrange for a huge banquet at 
a downtown hotel with nationally prom- 
inent insurance men present as speak- 
ers. 

The executive committee that was 
named is composed of Fred H. Diehl, 
vice-president of the Liberty; Smith T. 
Bailey, Bailey-Stuart-Wolff agency, 
Louisville; Harvey White, Inter-South- 
ern Life; J. R. Gore, American Life & 
Accident; Henry Hewett, First Ken- 
tucky Fire & Marine and Pope Mc- 
Adams agency; Alex W. Tippett, Tip- 
pett & Walker, Louisville. Miss Blanche 
C. Huber of the Louisville Board’s of- 
fice was named secretary and Leo E. 
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Thieman of that office is chairman of 
the committee. 


SOUTHERN STATES MEET 
ON LOOKOUT MOUNTAIN 








The annual agency convention of the 
Southern States Life of Atlanta will be 
held at the new Lookout Mountain hotel 
on Lookout Mountain, Chattanooga, 
Aug. 1-3. On the morning of Aug. 4, 
the general agents will have a session 
to consider the ‘ ‘Building of Organiza- 
tion.” Fifty members of the organiza- 
tion have qualified, nine being entitled 
to invitations for their wives. L. E. 
Cowsen of Fayetteville, Tenn., is presi- 
dent of the club. Joe W. Vinson of 
Blakeley, Ga., is vice-president at large. 
George H. Thigpen, superintendent of 
insurance of Alabama, will speak the 
first day on “Comity of Agents.” E. S. 
Albritton, vice-president and manager 
of agencies, made arrangements for the 
event. 


SOUTHLAND LIFE GIVES 
MEN ON LEADERS LIST 


W. T. Gwaltney of Fort Worth leads 
Southland Life agents in production for 
the first six months of 1928, according 
to an announcement by Vice-President 
Clarence E. Linz. Mr. Gwaltney’s pro- 
duction was $1,035,900. 

The A. C. Bayless agency of Houston 
leads the agencies in production of 
$1,642,300. George R. Jordan of For- 
ney, Tex., leads in the number of ap- 
plications with 108% for the six months. 
The Kay & Smith agency of Tyler, Tex., 
is first in the number of applications, 
with 479. The first ten producers, in- 
cluding Mr. Gwaltney are: W. T. Gwalt- 
ney, A. C. Bayless Agency, Creston A. 
King, San Antonio, Tex.; N. H. Wright, 
Lubbock, Tex.; L. R. Kay and R. A. 
Smith, Tyler, Tex.; George R. Jor- 
dan, Forney, Tex.; Sam D. Hughston, 
Brownsville, Tex.; Granger Anderson 
and Ed Stewart, Dallas, Tex. 





Circumstantial Evidence Admitted 


A provision in a life insurance policy 
which requires positive proof of death 
in an action to establish a claim does 
not exclude proof of death by circum- 
stantial evidence, the Oklahoma Su- 
preme Court holds. 

Maude DeVore-Norton brought action 
against the Brotherhood of Locomotive 
Firemen & Enginemen, under a policy 
for $1500 on her husband’s life. The 
husband left home one day in Sep- 
tember, 1917, to go fishing. He was 
rever seen again, though parts of his 
clothing were found along the river 
bank where it is supposed he had been 
fishing. 

The district court sustained a motion 
of the defendant for a judgment on the 
pleadings to the effect that the provision 
of the policy required that positive 
proof of death must be shown. This 
judgment the high court reversed. 





Agent Can Sue for Premium 


The Oklahoma Supreme Court has 
ordered a new trial in the case of Wil- 
liam Walker vs. William S. McCray, 
from Tulsa county. 

Walker, an insurance agent. soucht 
to collect the premium for a life policy 
from McCray. The policy was for 
$100,000 and the premium $5,060. The 
court said: 

“Where the contract of an insurance 
agent with his company obligates the 
agent to pay the company all that part 
of the first premium on _ delivered 
policies in excess of the commission 
allowed the agent under the contract, 
and the agent pays such premium to the 
insurance company. he is subrogated to 
all the rights of his principal in the 
Premium and may mairtain a suit in 
his own name therefore.” 





Greensboro Life Increases Capital 


Under a reorganization just com- 
dleted the Greensboro Life of Greens- 
boro, N. C., has increased its capital 





LIFE 


and surplus from $50,000 to $100,000 
and has elected the following new 
officers: 
president, J. A. Gallion; secretary- 
treasurer, L. C. McCabe. The company 
was organized in 1923 by Messrs. Gal- 
lion and McCabe to write industrial 
business. Under the new plan, industrial 
business will be continued and ordinary 
business will be written in addition. 





Love Is University Speaker 


Samuel B. Love, Virginia manager for 
the Mutual Life of New York, delivered 
a lecture on life insurance at the Uni- 
versity of Virginia last week, the lec- 
ture being given before the summer 
class in the department of economics. 
It was the second of a series of two 
given by Mr. Love each year before 
the economics class for the past sev- 
eral years. 


Texas Local Mutuals Meet 


The Mutual Life Insurance Associa- 
tion of Texas held its annual convention 
at Denton, Tex., with R. B. Cousins, 
chairman of the State Insurance Com- 
mission, and Assistant Attorney-General 
Fuller as speakers. Officers of the 
association are: F. W. Woolsey, Austin, 
president; W. C. Francis, Paris, secre- 
tary-treasurer. The association com- 
prises a large number of local mutual 
aid associations throughout Texas. The 
next convention will be held at Dallas. 





Launch Bonded Reserve Life 


Application for a charter for the 
Bonded Reserve Life, with home office 
in Oklahoma City, has been made to 
the secretary of state of hg eng 
Heading the company is F. Gilmore, 
for 15 years in the insurance De oe ss in 
Dallas, Texas. J. W. Underwood and 
>. A. Mixon, Dallas, are vice-presidents. 
Mr. Mixon will remove to Oklahoma 
City immediately. A number of Okla- 
homa City men are directors of the 
company. 


National U. S. A. Atlanta School 


Twenty-five representatives of the 
National Life, U. S. A., attended a 
school for Georgia agents, conducted at 
Atlanta by A. W. Jackson, supervisor 
of agents. 

Agents attending the meeting were 
the guests of Manager Frank E. Davis 
at a theatre party Thursday evening, 
and a banquet was held Friday evening. 


Volunteer State Convention 


The agency convention of the Volun- 
teer State Life will be held at the new 
Lookout Mountain hotel, Chattanooga, 
Aug. 13-15. 
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STOHL QUITS UTAH COMPANY 





General Manager of Beneficial Life of 
Salt Lake City Goes With 
Radio Concern 





Lorenzo N. Stohl, general manager 
and one of the organizers of the Bene- 
ficial Life of Salt Lake City 23 years 
ago, has resigned to become general 
manager of a large radio manufacturing 
concern. Mr. Stohl was president of 
the board of trustees of the Utah Agri- 
cultural College for 14 years. His suc- 
cessor has not been named yet. It is 
believed that he will be chosen in 
course of the next week. 





Allen Agency’s Unusual Record 


J. H. Goodnight of Greeley, Colo., 
leads the 130 agents of the J. T. Allen 
agency of the Kansas City Life in Colo- 
rado for the first six months of 1928. 
Mr. Goodnight’s issued business was 
$248,750, while the entire agency wrote 
$4,431,000 during this period. 

The Allen agency has over $33,000,- 
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President, B. B. Vinson; vice- | 


Saint Has Begun 


Our man-power expansion program has already re- 
sulted in a heavy gain in new business over the first five 
months of last year, demonstrating the effectiveness of the 
plans supplied to our General Agents, and the quality of the 
material for selection and training which was gathered and 
distributed to them. Adding new men and neglecting ade- 
quate supervision is money wasted. Our General Agents 
are adding and are supervising. And a gratifying increase 
of volume of new business is the result, just as reaping 
follows sowing. 


We have openings for men and women who are am- 
bitious, industrious, and intelligent. We can teach them 
how to prosper. 


Wm. A. Law, President 


Wm. H. Kingsley, Vice President Hugh D. Hart, Vice President 
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Builders of Business 


An Investment in Wallets 
Will Pay Big Dividends 


If you have not used Kaufmann Systeman Security 
Holders you have a pleasant surprise awaiting you. 
For Kaufmann wallets will help you build business 
just as it is building business for hundreds of others. 
The Kaufmann Wallet is the best leather container 
on the market designed to provide a place for insur- 
ance policies, bonds and other valuable papers. 

Until you have used it to deliver those extra policies 
you have not made use of the biggest dollar for dollar 
life insurance business builder on the market today. 


The standard size is $2.25 and the large size, 
$3.15. Quantity rate gladly furnished on ap- 
plication. Other wallets from 65c¢ to $5.00. 


E. L. KAUFMANN 
Room 700, Austin Bldg. 

111 W. Jackson Blvd. 
Telephone Wabash 3933 


Chicago, Ill. 
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WHAT ABOUT 
YOUR OWN 
OLD MAN? 


The old man your prospect will become is one of 
your best selling talks. 


Are you looking well to your own old age—or are 
you still a sub-agent, drawing down the commissions 
of an apprentice? 

To the ambitious advancement is imperative, and 
seldom waits on opportunity. No need to wait, when 
our plan provides an absolute agreement whereby 
you can 


Build and Manage Your Own Business 











in any one of many prosperous sections of Louisiana, 
Texas, Arkansas, Oklahoma and Alabama. 


Write in Strict Confidence, 
Naming Territory Desired. 


LOUISIANA STATE LIFE 


Insurance Company 
HOME OFFICE 
SHREVEPORT, LA. 


IRA F, ARCHER 
Superintendent of Agencies 








000 of insurance in force in Colorado 
and Wyoming. 


Has 50 Million in Force 


The Oregon Life has reached a total 
of $50,000,00 insurance in force. This 
high mark will be celebrated at the an- 
nual meeting of the company’s Gold 
Medal Club at Gearheart, Ore. 





Will Meet at Del Monte 


The tri-state agency convention of | 
the Equitable Life of New York will be 
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held at Del Monte, Cal., Sept. 27-29. 
Home office officials will be in attend- 
ance and delegates to this meeting will 
be the agents who qualify in territory 
west of the Mississippi. 





International’s Coast School 


The International Life recently held 
a school at Portland, Ore., under the 
direction of J. R. Woods, educational 
supervisor. W. C. Elliston, coast in- 
spector of agencies and Vice-President 
W. F. Grantges were in attendance. 








IN THE ACCIDENT AND HEALTH FIELD | 
































Business Is Good 
With Guardian Agents 








4 hs past three months have resulted in an unbroken string 
of record months for The Guardian in paid-for business. 


FEBRUARY 1928 
Biggest February in our history 
MARCH 1928 
Biggest March in our history 
APRIL 1928 
Biggest April in our history 


RIL set a triple mark —the production of written, issued 
and paid- for business being unequalled for that month 
in any previous year in our sixty-eight. The gain in paid-for 
business over the same three months in 1927 totals 13%. 
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COMPANY WAS HELD LIABLE 


Assured Died from Gangrene Setting 
in After the Assured Had Stubbed 
His Toe 


Death of insured caused by gangrene 
resulting from stubbing of insured’s toe 
held accidental within terms of accident 
policy. In United States Casualty vs. 
Thrush, Court of Appeals of Ohio, 152 
N. E. 796, an action was brought to 
recover for the death of the insured 
under an accident policy. The policy 
provided that it should not cover any 
accidental injury caused or contributed 
to by sickness or disease. 

The insured stubbed his toe in as- 
cending a stairway. Gangrene set in, 
and the insured died therefrom about a 
month later. 

The company denied liability on the 
ground that the death of the insured 
was not from accidental means within 
the terms of the policy. An autopsy 
tended to show that the insured was 
afflicted with arteriosclerosis at the time 
of his death. The contention being that 
the latter was such a contributing cause 
of death, as to prevent recovery under 
the policy. 

The plaintiff had judgment in the 
lower court. On appeal the higher 
court in reviewing the record and in 
affirming this judgment, said: 

“The company intended a reasonable 
scope of insurance, and this can be ac- 
complished by holding the company 
liable for accidents which, operating 
upon the physical system according to 
the natural and usual conditions of age, 
produce serious illness or death. The 
sclerosis was not the cause of death. 

“The accident caused the gangrene, 
and the gangrene caused death; there- 
fore the accident was the causa causans. 
Giving the policy a reasonable interpre- 
tation in favor of the assured, the jury 
had a right to find that the accident was 
the sole cause of the death. * * 
Judgment affirmed.” 


Form New California Company 


The Sterling Life, Accident & Health, 
formed for the purpose of engaging in 
general insurance business, is the latest 
new life company to be launched in Los 
Angeles. The cempany, which has been 
granted a permit to dispose of 7,500 
shares of $20 par value capital stock by 
the state corporation commission, is 
being organized by B. E. Green and Ben 
T. Campbell, heads of the Green-Camp- 
bell agency of Los Angeles. Stock will 
be sold at $30 a share, and the author- 
ized capital stock is 50,000 shares. Offi- 
cers include Bertram E. Green, presi- 
dent; Benjamin T. Campbell, secretary; 
Liles H. Lightfoot, M. H. Topping, W. W. 
Welborne, Homer L. Welborne and Roy 
A. Dalton. Mr. Lightfoot is agency man- 
ager of the southern California agency 
of the Pan-American Life. The Califor- 
nia department has approved the name 
of the new company and it ts understood 
that articles of incorporation will shortly 
he filed. 





Warning on Unlicensed Companies 


TORONTO, July 18.—On account of addi- 
tional inquiries reaching the department 
of insurance at Ottawa, regarding the 
standing of American insurance compa- 
nies soliciting accident and health insur- 
ance in Ontario through the mails, the 
superintendent of insurance for the prov- 





ince has issued a warning to both the 
public and agents of Ontario, stating that 
all insurance organizations authorized to 
transact business are required by law to 
be licensed, but there seems to be no 
control over the solicitation of insurance 
by mail by unlicensed insurance organi- 
zations. The problem of soliciting in- 
surance through the mail is also a grave 
one through the United States as well 
as Canada. Apparently the individual 
States are as powerless to act as the in- 
dividual provinces of Canada. 


Gets Out Monthly Bulletin 


The accident and health department of 
the Commercial Casualty has begun pub- 
lication of a monthly bulletin for this 
department of the company’s work. The 
new bulletin is called the “Commercial 
Fieldman.” The first issue of 16 pages 
is a well printed, interesting company 
house organ containing personal news of 
Commercial producers as well as selling 
information of value. F. M. Benjamin, 
manager of the accident and health de- 
partment of the Commercial, is an 
aggressive builder and the “Commercial 
Fieldman” is the latest of the methods 
which he is bringing to his aid. 





Examination Is Made 


A convention examination of the 
Washington - Fidelity - National of Chi- 
cago will be made by the Illinois, Iowa, 
South Dakota and Missouri departments, 
starting this week. 


Accident Notes 


The Fraternal Protective of Boston 
has been licensed in Ohio. 

The Confederation Life of Toronto has 
been licensed in Canada to write acci- 
dent and sickness, in addition to life in- 
surance, for which it is already licensed 
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ARREARS CAN BE REDUCED 


H. W. Steffy of the Prudential Gives 
Some Advice to Agents With 
the Rate Book 


Harry W. Steffy, an agent of the Pru- 
dential at Ephrata, Pa., in answering the 
question “How arrears can be reduced,” 
says that in a simple reply he would 
say “Keep your advance payments 
high.” High arrears, declared Mr. 
Steffy, have the same effect on the agent 
as four wheel brakes on the automobile 
because they suddenly ‘slacken his pace 
as far as making a record is concerned. 
The agent should analyze his methods 
and find where he is lacking. Then he 
should strive for improvement. 

Mr. Steffy says that his first step in 
collecting is to get two weeks at least 
and as much more as possible. If two 
weeks are collected on the application, 
inform the applicant that you will make 
another collection when the policy is 
issued. When additional collection is 
made the agent has reasonable advance 
payment on the case. Before Mr. Steffy 
goes out to collect he makes up his route 
entering every family he must see dur- 
ing the week. He has very few back 
calls because he has a system of calling 
to which he strictly adheres and which 
eliminates back calls. When he is leav- 
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ing a collection call be makes it known 
when he will be on hand again. His 
policyholders can depend on his calling 
for they are sure that he will be there. 
When a family falls into arrears Mr. 
Steffy says that he never reprimands 
members, but pleads kindly, showing 
that he is interested in their welfare and 
will appreciate if they will keep the 
policy up-to-date. Mr. Steffy has a scat- 
tered debit of $300. Some parts of this 
he only covers 10 times a year. Some 
he visits each month, some twice a 
month and a few weekly. He stresses 
the importance of collections at all times. 


—— 


JOHN HANCOCK MUTUAL NEWS 


Changes and Promotions of Men in the 
Field Have Been Announced— 
Transfers Are Made 


The following have been promoted by 
the John Hancock Mutual from agents to 
assistant superintendents in the districts 
of their service: Charles E, Mann, Utica, 
N. Y.; Harry H. Isenhour, Rochester; 
William O'Donnell, Patchogue; Harry J. 
Wheeler, Holyoke; Albert N. T. King, St. 
Paul; William F. McBeath, Los Angeles, 
I; James H. Connor, Manchester, N. H.; 
(Keene Det.); Anthony Pasqualone, De- 
troit, II; Elmer J. Detroit, V; 
James McCallum, Detroit, V; Frank E. 
Thompson, Chicago, III; John Lauria, 
New Britain, Conn.; Vincent Swiatek, 
Utica, N. Y.; George W. Pastor, McKees- 
port, Pa.; Mosie A. Page, Chicago, VII; 
Harry C. Cranston, Flint, Mich.; Victor 
Krauth, Los Angeles, I1; Marion J. 
Greenwald, Cleveland, III. 

Promoted and Transferred: WALTER 
L. IRVINE, from agent at Lynn, Mass., 
to an assistant superintendent at Flint, 
Mich.; EDMUND L. MILES, from agent 
at Ridgewood to an assistant superin- 
tendent at Hackensack, N. J.; GEORGE 
F. BURR, from agent at Utica, N. Y., to 
an assistancy at Akron, Ohio; HENRY P. 
WHITE, from agent at Lynn to an 
assistant superintendent at Rockford, 
lll.; ELTON R. RICHARDSON, from 
ugent at Manchester, N. H., to an assist- 
ant superintendent at Rockford, IIL; 
CHARLES J. BARNETT, from agent at 
Bridgeport, Conn., to an assistant super- 
intendent at Akron, Ohio; DALE 5S. 
GEORGE, from agent at Amsterdam to 
an assistant superintendent at Akron, 
Ohio; LEO W. LANGLOIS and FRANCIS 
W. HAYES, from agents at Salem, Mass., 
to assistancies at Gary, Ind.; WILLIAM 
J. ROMERO, from agent at Brooklyn, 
Mass., to an assistant superintendent at 
Gary, Ind.; ADAM P. BRZEZINSKI, from 
agent at Detroit III to an assistant 
superintendent at Gary, Ind.; JAMES L. 
BALL, from agent at Cleveland III to an 
assistant superintendent at Toledo, Ohio; 
THOMAS J. HOLLAND,’ from agent at 
Philadelphia III to an assistant superin- 
tendent at Lancaster, Pa.; JOSEPH J. 
DUFFY, from agent at Brockton, Mass., 
to an assistancy at Schenectady, N. Y.; 
FRED V. O'CONNOR, from agent at 
Troy, N. Y., to an assistant superinten- 
dent at Rockford, Ill; MARTIN J 
KEANE, from agent at Malden to an 
assistant superintendent at tockford, 
lll.; HARRY W. HUTKINS, from agent 
at St. Louis III, to an assistant super- 
intendent at St. Louis I; TIMOTHY J. 
O’'MALLBY, from agent at So. Norwalk, 
Conn., to an assistant superintendent at 
Cincinnati Il; DANIEL I. J. CLIFFORD, 
from agent at Roxbury to an assistant 
superintendent at Worcester, Mass.; 
VINCENT J. MASTRODDI, from agent at 
Hartford to an assistancy at New Lon- 
don, Conn.; ROY L. FIDDLER, from 
agent at Chicago II to an assistancy at 
Chicago ITT. 

Assistants Transferred: MICHAEL B 
MADDEN, from Utica proper to (Herki- 
mer Det.), same district; JAMES P. 
MOONEY, Utica (Herkimer Det.) to 
Akron, Ohio; FRANK M. QUINLAN, from 
Holyoke to Northampton detached; ED- 
WARD J. McDONALD, Holyoke, North- 
ampton detached to Holyoke proper. 

Other Changes: PAUL H. SCOTT 
(training cashier) at Albany to cashier 
at Glens Falls: WALTER DOBBING, 
from cashier at New Bedford, Mass., to 
cashier at Pawtucket, R. L.; HAROLD C 
BARKLEY, from cashier at Louisville, 
to cashier at Rockford, TiL.; CARL F. 
EVANS, from training cashier at Indian- 
apolis to cashier at Louisville; CLAR- 
ENCE LANDES, from clerk at St. Louis 
II to cashier at Gary, Ind.; PAUL M. 
LONG, from assistant cashier at Cleve- 
land 1 to eashier at Akron, Ohio; JOHN 


Ross, 








M. DOWLING, from cashier at Glens 
Falls to cashier at Utica, N. Y.; WIL- 
LIAM E. KERCHENFAUT, from clerk at 
Chicago II to cashier at Aurora, II; 
TIMOTHY J. HEALY, from clerk at 
Haverhill to cashier at Hyde Park; RO- 


LAND W. RINK, from training cashier 


at Davenport to cashier at Moline, I)! 


Western & Southern News 


The staff of the Richmond, Ind., dis- 
trict celebrated Superintendent C. J. Hol- 
loway's fifteenth Western & Southern 
anniversary at a surprise dinner at 
which Mr. Holloway was the guest of 
honor. The Richmond staff 
Mr. Holloway’s plate a pile of ordinary 
applications, a total of $100,000, written 
in his honor during the previous ten 
days. The home office was represented 
by H. Thos. Head, director of agencies, 
Division D, and A. O. Payton, super- 
visor. 

Right after the Democratic convention 
at Houston the sfork left a bouncing 
baby boy at the home of Mr. and Mrs 
E. Barling, Connersville, Ind The new 
baby was promptly named Alfred Eman- 
uel and insured in the Western & South- 
ern Life by Assistant F. H. Fox and 
Agent Jones. 

The Zanesville district staff of th 
Western & Southern Life and their fam- 
ilies had a picnic at Buckeye Lake. Su- 
perintendent Lafferty acted as _ host, 
manager, master of ceremonies and ref- 
eree in the tug of war. In the evening 
addresses appropriate to the occasion 
were made by H. Thos. Head, director 
of agencies, and Lewis Stents, superin- 
tendent of agencies, Division B, who at- 
tended from the home office 


placed on 





Drive to Insure Babies 


A drive for new homes and babies’ 
insurance was started this week by the 
Sun Life of Baltimore The campaign 
is in progress in Baltimore, Philadelphia, 
Cleveland and Washington, and will be 
extended to other cities where the com- 
pany maintains offices in the near fu- 
ture. Approximately 300 
charge of Felix Rothschild, secretary of 
the company, are participating in the 
drive. 

One of the features of the babies’ in- 
surance is the combination policy of 20- 
year life and 20-year endowment The 
premium is 25 cents a week 


Two Men Are Promoted 


Cc. M. Bollinger, formerly assistant dis- 
trict manager of the Belton, Va., district 
of the Life Insurance Company of Vir- 
ginia, has been promoted to _ district 
manager. He succeeds former Manager 


W. T. Kay, who has resigned Mr 
Bollinger is succeeded as assistant by 
J. K. Phillips. 


M. T. Rowe has been promoted to as- 
sistant in the Norfalk district. He suc- 
ceeds H. T. Barker, who has resigned to 
take a debit. 
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NEW HAMPSHIRE CONGRESS 


Gathering at Manchester Most Success- 
ful Ever Held—Allen Is President 
of State Association 


MANCHESTER, N. H., July 19 
The largest and most successful sales 
congress ever conducted by the New 
Han.pshire Association of Life Under- 
writers was held here last week. There 
were more than 100 men and women 
underwriters present, representing the 
local associations in Concord, Man- 
chester, Nashua, Keene and other cities. 

Amos Phelps of Concord, presidert 
of the state association, conducted a 
short business session in the morning at 
which time Christopher Allen of Man- 
chester was elected president for the 
coming year; Herman H. Davis of 
Nashua, vice-president, and Sidney E 
Tilden of Concord, secretary-treasurer. 
Secretary Kenneth W. Davis of the 
Manchester association conducted the 
sessions of the sales congress. 


New Application Form Approved 


A special committee which had con- 
ferred with the insurance commissioner 
relative to qualifications of life insur 


agents in| 
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Central States Life 


Insurance Company 


ST. LOUIS, MO. 





Available 


Territory 
Issues policies at all ages 1 to in 
70. Both participating and Arkansas 
articinating. Child a California 
non-participating. Children’s Coton 
policies with beneficiary in- Florida 
surance. Double Indemnity. — 
Disability benefits. Dismem- Idaho 
berment and surgical bene- Kansas" 
fits. §S cal thly Missouri 
its. Special monthly pre- see 
mium sight draft plan. Non- Minnesota 


Nebraska 
Oklahoma 
New Mexico 
S. Dakota 
Texas 
Utah 
Wyoming 


medical. Sub-standard. Sales 
planning and circularizing 
department. Producers club. 











WRITE DIRECT TO HOME OFFICE 

















Salaried Agency Organizer Desired 


One of the progressive, forward looking life insur- 
ance companies of the West, located in the heart of the 
central west territory desires two salaried agency super- 
visors or organizers who are experienced in securing and 
training life insurance agents. The company 


is now 
plant and is also developing its 


extending its agency 
present agents toward greater efficiency. 

The company has a splendid agency contract which 
appeals to men with the rate book. Address G-6, care 
The National Underwriter 











FOOD OOOOOO@oeoeag 
NEW ENGLAND MUTUAL LIFE INSURANCE CO. 
BOSTON MASS. 


Organised 1843 


! 
Chartered 1835 
| 
| 


The Agents of this Company, whose long 
j History Underwrites its high Reputation, 
| Accept a Duty and Enjoy a Privilege 


| 
! 
Do Our Standards Appeal To You? 


i 


Eee eee ee ee eee 
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AIL IANS pekieutet Mec a cae at mar DR ERTY WROD ESCET OO EET EDP HT ORO 5 ance agents and their eXamination ——_—_—_—__ __—_— _——__________— LI 
reported its recommendations and | || 
4 | included a model examination or applica- | || NEWS OF LIFE POLICIES 
1 | tion blank to be filled out by prospec- | |} =—— ————— —— 
tive life agents and filed with the com- New Policies, Premium Rates, Dividends, Surrender 
‘ssioner, The re : as adopted and Values and all Changes in Policy Literature, Rate tur 
4 Mlissioner, 4 Ne eport was adopted and Books, etc. Supplementing the “Unique Manual- we 
3 the commissioner gave assurance that Digest,” published annually in May at $4.00 and the ol 
he was satisfied with the application | }} “Little Gem,” published annually in April at $2.00. 
form and would put it into effect. 's-—_ Lb $< a 
‘ Commissioner Sullivan made a strong 
2 . : hal 
i plea for the support of local, state and RATE, POLICY CHANGES MADE ie 
‘ R , 4 national associations by the life men. —_—— or 
ust einsurance He said if the agents are sincere in their | Columbia National Life Reduces Charge this 
p , 4 desire to maintain high ethical stand- for Term Covers and Issues Me 
: ff | ards in the business they should join T N Policie nd 
Fi That’s All : their business organizations, for it is wo New soucss 
& e only through the strength of such co- -_— 
g EY | operative effort that much can be ac- The Columbian National Life an- , 
a | complished. A policy fitted to the needs | nounces a schedule of reduced rates for ™ 
a 4 | cf the individual and kept in force is] its term policies. The following is a wee 
e a more important than volume of writ- | skeletonized table of the new rates: tm 
: & ings, said the commissioner. The 5-Year 10-Year 20-Year ; 
: $50,000,000 of premiums taken from the Term _ Term _ Term but 
bic “acl ar f slicie hich With- With- With- cen 
3 som oF poucts WHK eut With out With out Wit! the 
i lapse inside of two years do the com- Disa- Disa- Disa- Disa- Disa- Disa- fut 
j panies, the agents and the insureds no bility bility bility bility 
% A eood, he said 20 $7.64 $7.75 $8.66 ; H on 
b; = , toate - 5 8.02 9.08 tha 
z Good Addresses on Program 300 8.8: 8.44 Ry life 
=4 a5 &.¢ 9.08 0.65 : 
Z George H. Tracy, general agent of | 4 2 v1 “a 12.28 abl 
% the United Life & Accident in Boston, + i641 16.77 ¥4 =— 
; gave an inspirational address on sales- | 55 23.90 24.48 29.71 a 
3 ; . ? Sega ‘ val ms ge sale 
& _—" hip. Glarence r. Hubbard, ae- The company is issuing a new com- call 
q Py] sistant secretary of the Automobile of ela ‘Glas life i atnb . - 
*« Ee Hertiord, gave hi entertaining talk igen Chicl on vy Fates so mit 
wr arn C. es . i . $1,000 for which are as follows: . 
Des on “Will Salesmanship Always be a eréshenet “a 
Mystery?” illustrated with magic. Roger Disa- With With With Extra ae 
P. Hull, managing director and general bility or Disa- Disa- Disa- Prem ; 
ccunsel of the National association, | , — —_—t ue oy — cs 
° om °2 - Age ie WO, 0. 2 NOLS ne sto 
gave his talk, “Can the Life Under- : 
writer Go It Alone?” I. S. Kibrick, a i ; 
{ 


successful agent of Brockton, Mass.. 
who came to this countrv as an emi- 
grant from Russia but a short time ago. 
gave an intensely interesting story of 
“How | Get Mv Prospects.” 

Tulsa, Okla.—The Tulsa’ association 
had charge of the program at the open 




































nec 
meeting of the Chamber of Commerce arn 
Friday N. A. Thompson, president of yar 
the association, conducted the program. leet 
’ *k K *k ; ere 
Chicago—Late last week the first life for 
trust round table meeting of the joint ere 
ommittee of officers of the Chicago As- I 
ociation of Life Underwriters and offi- c - 
cers of Chicago banks and trust com- rol 
panies cooperating with the association five 
was held. President Byron C. Howes of son 
the association, who is a member of the col 
Darby A. Day Union Central Life gen- all 
ral agency staff, opened the meeting injt 
ind then turned it over to S. T. Whatley, vf 1 
Chicago general agent of the Aetna . 
Life, under whose administration as as- wit 
socintion president last year the life and 
trust cooperative plan was formulated. wit 
It developed at the meeting that acc 
IT CONCERNS almost all trust officers are of the opin- atic 
GENERAL ion that life trust work has passed the , : A not 
AGENCIES “talking” stage and is now operative as A 20-pay endowment policy at age So the 
an important factor in life insurance | replaces the company’s former 20-pay 
—- = - elling and in the business of trust com- | life policy. The rates are: 
panies. The joint meetings of under- Without : 
writers and trust officers are held to Disa- With With With Extra I 
_~ A GG EN’ | S create closer understanding and coopera- bility or Disa- Disa- Disa- Prem pas 
4 tion between the two elements for the —* bility bility bility Dou vie 
benefit of the insuring public. At the | Ae nd No. I No.2 No.3 Ind Pe 
rree . ‘ ‘ ‘ 9 9 ii cr 
AND WILL PAY THEM WELL meeting it was decided that one of the Ee 4 mis 
regular meetings of the Chicago associa- , > an hut 
Excellent territory available in tion this year take the form of a life 27 a Lin 
Nebraska, Colorado, South Dakota, trust round sails, | \ quection hog = 4 ¥? ! 
P ae —- . and Tex: trust matters is to be conducted in “Lite = an > 
Kansas, Missouri, Iowa and Texas. Santen.” enmen of the Chtcnee asueen- . ¢ an reft 
tion. 3 = ” pan 
For details of our liberal agency offer, write to * Oe O* ; 2 2.400) ul 
Pee 2 ? r. ; . . Cleveland — The Cleveland associa- es = ed avi 
Hos. F. Bourke -e-Pres. : ; Agencies : 2 ra _ 
Tn F. Bourke, Vice-Pres. and Supt. of Agencies tion held its annual golf tournament | =° 3s 4 gt 2.0 rap 
July 18, at Pine Ridge Country Club, 26.82 o7_00 2 00 n | 
| NORTH W ) T J N LIFE |] | Wickliffe, O 27.40 © 27.50 mM the 
| | | Any members not playing golf were 8.00 8.21 DAL he 
} 4 ES ERI al invited to ‘enjoy the privileges of the 28.62 =8.84 2. whi 
e T club heuse or the adjoining grounds. 1.28 24.51 + a 
| INSI IR AN( KE ( OMPAN \ Cards, horse shoe pitching and baseball 100 lif 
} . a tinaies 4ai were in order for non-golfers. A_ fine | 9; 185 * 
ot cata : 3 Leial iiinmailieds sabia . vere | es “~ ope 
| G. STORZ, President dinne od ane ox n awe —_ —— nt he ae 80 the: 
| n the program for the evening, incluc 7 
ing the presentation of prizes. H1... Lat con 
OMAHA =- - - - NEBRASKA = 1.65 ane 
* * * Bacee 1.60 lef 
West Texas.—Business Insurance” was ers see safe 
the subject for discussion at the monthly setae 15 cil 
meeting of the West Texas association 1.50 
. at Abilene. The chief speakers were H. 150 ver 
Do your fellow agent a good turn—get him ac- ir soo gg Re—crclcctgr pear Rane 3 : 
i i : : Harris of Dallas. In addition to Mr. 1.5 ' 
quainted with The National Underwriter, the real seca recs: tee ag ot 150 ch 
M ing were Hyman Harrison and Joe] -3°**" 1 5 add 
insurance newspaper. Smith. L. R. Thompson of Merkel was] 54.77, 1.5 of 
elected to membership. 1,50 
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LIFE INSURANCE OPENS 
HALF YEAR OPTIMISTIC 


(CONTINUED FROM PAGE 3) 


turned to the market on big time pro- 
duction. The steel industry has held up 
notably and seemingly has found new 
markets in railroad replacements and 
the like, so that it has enjoyed a good 
half year. This report refers to the 
many mergers that have been consum- 
mated during the past six months, citing 
this as reason for improved conditions, 
as far as the dove-tailing of finance and 
industry is concerned. 


Life Insurance Optimistic 


And through this all, life insurance 
has come with a new high record oi 
business in all branches, group insurance 
leading with a gain of nearly 50 percent, 
but all classes combining for a 7.3 per- 
cent gain. At the opening of the year, 
there was much skepticism as to the 
future and many gloom prophets saw 
only trouble ahead. It was then stated 
that, regardless of general conditions, 
life insurance had reason to show only 
increases, with the great total of insur- 
able lives yet unprotected or insuffi- 
ciently covered and the efficiency of the 
sales forces ever increasing. It was 
called largely a matter of the state of 
mind of the life underwriter. Appar- 
ently for six months the life underwriter 
has proven to himself that he can: sell. 
despite all handicaps—and now he need 
only persist in telling himself this same 
story for another six months to make it 
a record for life insurance in a year of 
liquidation. 


RAPIDLY MINIMIZED 


(CONTINUED FROM PAGE 


necessary for aerial maneuvers and thx 
army and navy pilots must be fully pre- 
pared at all times. Hence, the long 
lists of accidents which newspapers take 
great delight in adding up in columns 
for the public’s daily lesson in aviation 
are almost entirely made up of these 
three general groups. First will be the 
front page story of some famous oceanic 
flyer; then a half column or so about 
some military plane crash: and then a 
column of brief telegraph notes from 
all parts of the country announcing the 
injury or death of pilots and passengers 
of the pleasure-plane variety. Meanwhile 
aviation is developing safely and soundly 
and aviation insurance is hand-in-hand 
with it. True, it learns much by the 
accidents of these stunt flyers. but avi- 
ation, as an established institution, can 
not be measured by their tactics and 
their catastrophes. 


Rapid Strides Made 


The remarkable strides made in thy 
past year are clearly seen, when a re- 
view of company practicey is made. 
Perhaps a slightly longer span of time 
might be needed for the main picture, 
but even in the one year since Col 
Lindbergh's famous flight, the picture 
is almost all-inclusive. From positive 
refusal of all aviation hazards, the com- 
panies have rapidly advanced until now 
numerous companies are writing the 
aviators themselves. This is a far more 
rapid development than was experienced 
in the case of the automobile and even 
he steam locomotive, in its day Now 
there are few trained and careful pilots 
who cannot secure life insurance, and 
as they themselves cooperate with th 
life companies, reciprocating the co- 
Operation sought by those in aviation, 
their policy privileges and costs will be- 
come more and more liberalized. Life 
underwriters feel that aviation is now 
definitely established and practically as 
safe as the automobile and that time 
will see this hazard taken off the dan- 
serous list. 

Not only are the pilots written today 

varying extra rates, but passengers of 
regular air lines are accepted without 
additional charge. The occasional flights 
ot recognized types are no longer 



































































LIFE INSURANCE EDITION 


questioned and applicants for new poli- Why Experiment—Use the Standardized 
cies, formerly banned if considering a 
Hight, are now put in no unfavorabl DALLWIG POLICY AND RECORD 
lignt. ‘This is not true of all companies COMMISSION 
as yet, of course, but the list is rapidly 
growing and it is believed that it will 
not be long until this will be standard 
practice. ‘Lhis type of flight is now so 
commonly entered into and the accidents 
are so few that it is rapidly achieving 
recognition on a plane with taxi-driving. 
\s a matter of fact, some underwriters 
believe that the average ride in the 
metropolitan taxicab is more hazardous 
than is the average ride in an established 
air line plane. 


Safety Is Increased 


Actual statistics show a remarkablh 
safety factor in the air risk. Airplane 
deaths year by year have remained 
practically stable over the past ten years 
Of itself, this would indicate no im 





provement. However, the number o! , CE PO Tae Ree ene epee 

planes in operation and the number ol eprengteeUnaaaneiNE PSS 

miles flown per plane have pyramided 

with phenomenal rapidity. [his year 

} - : . . 1 ’ , years suc g tisfactor P . The Datiwig Reeerd is more than a “Policy Regis 
. ill undoubtedly be an increase u With three years of such highly satisfactory service 

there will undoubted . ‘ ‘ # 2 that leading Life Underwriters everywhere are using tt ter it ts a complete record of your Life Insurance 

the number of aviation accidents, tor, und many Life Insurance Schools have adopted it as business with no duplication of effort Each sheet te 


even though public itv accounts chie fly standard—the Daliwig Record has been simplified and sutomatically a recapitulation of all preceding written 


business 


: ae, e ahle liste renpor standardized to meet the requirements of agents for The binder is specially designed to meet the re- 
tor the more formidable list reporte d any company. The standard outfit is an attractive ad quirements of a permanent Record. It is a Center Lock 
daily, the daily total is actually larger. — al your Ra ¥ last word om, ee ~y a Sectional Post Binder and bound in full imitation 

‘ = ¢ . and quic service; and at a price within the reach o brown leather with gold stamping, tncluding your ewn 
It is quik kly shown, however, that the every life insurance salesman name in gold on the front cover as illustrated. 
number and mileage ot planes has For information ask The Nat il Underwriter Co. Salesman in your territory or write direct to 
mounted even more rapidly this year, P. G. DALLWIG 


so that the showing will be even mors 
notable for 1928 than for previous years 
Not only are the government airways —_—_—_— — . —_—_____— 
going into service with increasing num 
bers and utility, but local and intra-stat 
airways are growing up throughout the 
country like mushrooms Regular air 


service will soon form a network overt insurances shy Company 


2300 Bankers Bidg., 10S W. Adams St., Chicago, Il 
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the country to rival the present rail G | A 
: Cc. oO ¢ d 

service and even go beyond that, for the tacit > enera ent ante 

; . 
planes can tap regions impervious to I Oh 
land travel. The development n n 10 
Europe, particularly in Russia, is strik Ohio has: Over six million people. 
ing evidence of this. Six hundred fifty thousand families with tele- 

Mileage Rate Inereased phones. 


otal utatiativs aloo chow that the One million two hundred and fifty thousand 
bulk of the accidents are in the classil automobiles, 

cation which is definitely uninsurable The total county wealth factors of Ohio represented by 
As an example, the Department of Com manufactured, mine and fishery products, crops and live 
merce report for 1927 shows a total ol stor k, are over two billion eight hundred million. 

164 deaths in accidents involving 200 rhe territory open in the state for a general agency is in a 
planes. Of this total of 200 planes, only prosperous farming, manufacturing, merchandising and in- 


i } . 42 
34 were licensed and 166 unlicensed dustrial section. 


The unlicensed pilot and plane is, ot Territory affected less by adverse business conditions than 
course, an uninsurable risk And the perhaps any other section in the United States. Prospects 
other type represents a small percentag in winter, summer, spring and fall. 

of the whole—that not being very large An unusual opportunity for an experienced salesman who 
As an indication of the mileage factor, secks promotion. For information write: 


the Department of Commerce has given 


some other figures, grouping the results The Ohio National Life 








under three year periods. This ts I 
ios tow tn st fb Se nsurance Company 
weighted by a catastrophe and the three Cinci . . 
1. Appleb incinnati, Ohi : 
vear periods show the definite trend T. bt Appleby tl, 0 E. E, Kirkpatrick 
resident Sup’t of Agents 








Che figures show that from 1918 to 1920 =— 
there were 97,587 miles flown per 
fatalitv; from 1921 to 1923, 760,555 
miles; and from 1924 to 1926, 1,587,964 
miles. This is a measure of the im 
proved situation. 








Owner-flyers Increase 


There is still another factor now con WANTED 


ing before the home offices, that of the 


layman who is becoming @ pilot to fh GENERAL AGENT OR MANAGER 


his own craft. In the past year there 


have been many planes bought tor for going PITTSBURGH Agency 


private use and the purchasers are be- 


ee ee See ee, eee Due to recent changes, a mid-western com- 

the companies and even such risks, pro pany with more than a half billion of life in- 

oe gaat ee eee ea surance in force has an opening for a strong 

are regarded as insurable. There is one man to head its Pittsburgh agency. An or- 

oe, ee ganizer and stimulating leader who can recruit 
ec age oO e applicant Is wot ” A 

lieved that elderly people can learn new good men is wanted rather than a star per- 

seg tie quickly as 7 ao that sonal producer. Write us fully, care of the 
1? mcrease In ake MaKCS or mcreased . . 

hesitance in acceptance, with definite editor of this paper. 

rejection at certain maximum ages \; ; 

time passes, this will doubtless becon Address G-16, care 

an increasingly important factor, for 

the use of the airplane on the same _ 

basis as the automobile, even though THE NATIONAL UNDERWRITER 

with a smaller unit per person, will 






thrust the matter very definitely befor« 
the companies. 
At present there are a number of 
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Plain Common Sense 


and its use is never lacking in 
the ownership of good life insur- 
ance, to the production of which 
we have been devoted for the past 
eighty years. 


THE CONNECTICUT MUTUAL 
LIFE INSURANCE COMPANY 


HARTFORD 
1846 Over 81 years in Business 1928 














Go Into Business with 
Us on the 


PARTNERSHIP 
BASIS 





Life Health Accident 
STANDARD 
SUB-STANDARD 
SUPER-STANDARD 











Outo - InpraNA - MicuiGan - Kentucky - PENNSYLVANIA 
West Vircinia - Texas - OKLAHOMA - CaLirornia - ILLINors - Iowa 


Tell it all in first letter 


THE OHIO STATE LIFE INSURANCE 
COMPANY—Columbus, Ohio 











companies writing these aviation risks 
in varying form and at varying rates. 
No two companies follow the same gen- 
eral practice and, in fact, no company 
can follow set rules on any two risks. 
It is not discrimination, but it is rating 
on individual merits of the case, ac- 
cording to a flexible code of under- 
writing. In its present stage, this is the 
best aviation can expect. But the 
liberalizations have been many and the 
present practices are even more liberal 
than would have been hoped for a year 
ago. Each company has drawn up its 
own measure of safety and even on the 
matter of comparative hazards they 
differ. One company will accept gov- 
ernment flyers at $25 extra rate, 
whereas another company will put this 
group at a $50 rating, believing them 
exposed to added hazards. But these 
differences will iron themselves out as 
time furnishes actual experience and, 
with the rapid increase in the business, 
it should not be long before there will 
develop some standard basis of under- 
writing and rating aviation risks. 
U. S. Life Is Pioneer 


The United States Life is one of the 
pioneers in this field and it writes pilots 


| at a rating that varies from $25 to 


$50, as also do the John Hancock Mu- 
tual and the Prudential, also pioneers 
in this field. Some large lines have 
been written by these companies and 
they are satisfied with their experience 
thus far. The West Coast Life is also 
writing pilots. Others have come and 
gone from this field and others write 
these risks on special application at 
individual ratings, but these are the 
companies now definitely writing pilots. 
As for passengers, there are many more 
companies which liberalized their prac- 
tices and take the occasional passenger 
with or without rating and even taken 














Years of Life Insur- 
ance Ideals and Service e 


An ideal became a reality when, on February Ist, 1843, “THE MUTUAL LIFE 
OF NEW YORK” issued its first policy. The business of life insurance on the mutual 
plan started in America then and there. 
ity in i eld is not the Company's claim to greatness—age in itself is no great 

agua’ THE MUTUAL LIFE eer with high ideals of business conduct, which 
still prevail It aims at quality and to be highly honorable in all its dealings. 

In its relations with policyholders and their representatives THE MUTUAL LIFE 
has an outstanding record. 

Those who contemplate life insurance soliciting as a career are invited to apply to 


The Mutual Life Insurance Co. 
of New York 


F. HOUSTON GEORGE K. SARGENT 
atte 2nd Vice-President and Manager of Agencies 


34 NASSAU STREET NEW YORK, N. Y. 








IF YOU DON’T KNOW, 
Look in 


THE INSURANCE ALMANAC 
$3.00 per Copy 


80 Maiden Len. 
New York, N. Y. 
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ince Company of America 


MILWAUKEE, WIS. 
operating in the following states: Califor- 
nia, Illinois, Iowa, Michigan, Minnesota, 
Ohio, Oklahoma, Oregon, Pennsylvania, 
South Dakota, Texas, Washington, Wis- 
consin. 
Give us a ring or address us if unattached. 
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regular passengers under certain qualifi- 
cations. The business is being closelv 
watched by others and as experience is 
gathered, many more are expected in 
the Itsts. 











JUST WHAT YOU WANT 
The best in Life and Casualty contracts. 
Liberal Commissions, Non-forfeitable Renewals. 


Leads and genuine co-operation. 
This is the oldest Life, Health and Accident Company in the Northwest. Assets and surplus 
have been substantially increased by energetic new management. 


NORTH AMERICAN LIFE 


AND CASUALTY COMPANY 
706-10 Plymouth Bldg., Minneapolis 


T. O. Berge, President 


P. G. Erickson, Secretary 
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(CONTINUED FROM PAGE 10) 
Life Underwriters. Fred McKenzie, 
secretary of the association and editor 
of the bulletin, has presented in this a 
symposium on hot weather salesman- 
ship that is of interest. L. A. Cerf, Jr., 
of the Mutual Benefit Life presents his 
thoughts on summer selling and shows 
that the old hoax of summer depression 
has long since been cast into the dis- 
card in New York and summer sales 
now proceed at the winter pace. Point- 
ing out that number of calls and inter- 
views gauges the sales, he suggests a 
check on these items. W. R. Collins, 
general agent for the Travelers, writes 
of “Hot Weather Insurance,” pointing 
out that there are many men in New 
York who prefer to be interviewed on 
life insurance in the summer, for their 
own business affairs have eased up and 
they have more time available for such 
matters. John H. Brady gives the 
“Salesman’s Hot Weather Attitude,” 
saying that summer sales depend 
largely upon psychology—not of the 
sale, but of the salesman. It is a mat- 
ter of self-persuasion. He asks: “What 
if it is hot? People as well as _ ice- 
bergs may thaw out in hot weather.” 

* * x 
SOME MAKE SALES 


While some are heard to grumble at 
the heat and its effect on sales in these 
summer days of warmth, one promi- 
nent agent in New York City last week 
sat in his cool office, feet atop his ma- 
hogany desk, spinning a yarn that 
sounded much’ like that of a successful 
fisherman. His subject, however, was 
not fish, but life insurance—though it 
was summer and he was an agent—and 
his story was not extended by the reach 
of his arms. It was cooler to sit 
quietly and puff at his comfortable pipe. 
But his story went, between puffs, 
something like this: Monday, $5,000; 
Tuesday, lunch and a casual $100,000; 
Wednesday, here in the office and 
$28,000; Thursday, one trip up town and 
$15,000; Friday, coolly, a cool $75,000: 
Saturday—he thought he deserved a run 
down to the shore to see his confreres 
who were spending the summer there 
and sending up wires about bad busi- 
ness. 


F. L. & F. E. Brown Promoted 


Forest L. Brown and F. E. Brown, 
who have been connected with the Mu- 
tual Life of New York for some time at 
Evansville, Ind., have been promoted to 
district managers with headquarters at 
Mishawaka, Ind., which is under the 
management of Argyle Brown at South 
Bend, Ind. Argyle Brown, who for- 
merly was district manager in Evans- 
ville, is now manager of the northern 
half of Indiana. 

Percy L. Logsdon, general agent for 
the New York Life Insurance Company 
of New York at Evansville, Ind., who 
is a candidate for the state legislature 
from Vanderburgh county, was on the 
committee to receive Frank C. Dailey, 
of Indianapolis, democratic nominee for 
governor of Indiana at a reception given 
Mr. Dailey and his wife at Evansville on 
Saturday evening, July 14th. 


Guardian Life Policyholders’ Month 


June, which was _ policyholders’ 
month with the Guardian Life, was one 
of the outstanding months in that com- 
pany’s history. In business written, 
issued, and paid for new high marks 
were established for any June in the 
company’s 68 years. June was the 
fourth month in the first half of 1928 
in which the business written exceeded 
the best previous figure for the cor- 
responding month in past years. 
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Life Underwriter Can Increase His 


Sales by Working with Trust Companies, 
G. C. Summy of Oklahoma City Says 


LIFE underwriter can make money | may be administered by the life insur 
A by working in cooperation with ance company. 

trust companies, said George C. “As an example of the general or per 
Summy, general agent for the Hhoenix | sonal estate, let us assume that man 
Mutual in Oklahoma City, and past | has $50,000 life insurance and is worth 


president of the Oklahoma Association | $50,060 in general and personal securi- 


of Life Underwriters, in a recent inter- | ties. What will happen to his general 
view. Mr. Summy has specialized in | estate if he does not have a well thought 
this class of business and is one of | cut, scientific trust agreement or will 
the leaders in Oklahoma in the volume | with the corporate trust company nam 
he has written in the past year. Com- | ing his wife joint trustee Phe modern 
menting on his methods of getting his | liie underwriter should be just as sin 
proposition before his client and closing | cere in advising the client how to co 
: sale, he said: serve his general estate as he should 
3oth trust companies and life insur- | to sell him income insurance 
ance companies are regulated by law, “If the husband and wife were killed 
and the two institutions should work | together, the $50,000) general estat 
hand in hand to conserve estates. Our | would be divided among the children 
first step is to call attention of a client | as thev become of legal au The son 
to the two kinds of estate which he would receive their shares at 21, and 
possesses—personal and general, such | the daughters would rece | 
as stocks, bonds, real estate, and similar | 18.’ 
personal securities, which can not be Mr. Summy finds that all busines 
administered unless a corporate trustee | men will not agree that it uld 1 
such as a reputable bank or trust com- | be wise to allow children at that age 
pany is named, and second, the life in- | to inherit a large amount of money and 
surance estate, which is definite, and it is almost sure to be dissipated thi 





a few vears “Therefore,” he con-. sume the client is worth $50,000 gen- 
inued, “the life underwriter should as eral estate, and has made in the last 
sume the responsibility of directing his | year $15,000, through his personal ef- 
client to make a corporate will, and sug torts and the handling of the estate. 
gest that the widow should receive all | But the estate of $50,000 at 5 percent 
the income of the $50,000 estate, say, | would only vield $2,500 per year. There 
tor her entire life time, to equip her | fore with his efforts removed, the estate 
for additional expense such as sickness, | would lose $12,500 per year Then too, 
college education of the children and | there are the taxes, administration ex 
similar obligations that might arise. In | penses and shrinkage (an analysis of 
the event that the widow should dic which should be given by the under- 
before the children have attained the writer.) 
age of 30 or 35, then the trust company — 
should pay the income to the idtiven Can Easily Show Need 
in the same manner, and at the above for Additional Insurance 
matured age, divide the estat “Calling attention to the fact that if 
: he stays in the picture another ten 
Men Glad to Discuss vears, he will A ce his estate ma 
Disposition of Estates terially, and a great loss to the family 
“T find men are glad to discuss such | would ensue if he were to die now, will 
an important matter as th disposition easily convince the client that he should 





WANT A 


Thrill? 


HEN join the Citizens National—now, when the 
company is new—and work with us to success. 
Get the success thrill! 


There is real satisfaction in belong- 
ing to an organization that has its 
future ahead of it! And knowing 
that your cooperative efforts are 
valued and appreciated! 


And there is a real thrill coming to 
you when each month you look 
back and realize that it has been 
another of increased profit and 
success. 





The Citizens Na- 
tional Life began 


If you are at present unaffiliated 


writing business * e ° 

June 30, 192, a with any other life insurance organ- 
wrote an i ° ° | . 

for to Dec. 31, ization why not write us for the 


1927, $1,251,000.00 
whole story? 


M™MEORITITVFAATAY 


NATIONAL LIFE INSURANCE CO. East St.Lovuts ILL. 
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of their estates, if the life underwriter, | buy at least $20,600 more life insurance 
who is a disinterested party, has in to take care of this emergency, with the 
spired confidence and knows his sub idea firmly planted that, as his estate 
ject. The client should be impressed ! grows, he should carry an_ increased 
with the idea that the underwriter is | amount of life insurance 
thoroughly competent to give advice, ‘After a man has spent 20 years ac 
and that it is a service which he gives, | cumulating an estate he does not favor 
only to better serve his client \iter | the idea of having it dissipated by an 
he has succeeded in selling the trust | immature son and much less by an im 
company idea comes his opportunity t mature son-in-law, who may have mar 
write additional insurance if the client | ried his daughter for her money 
| | needs it, which he generally does “To sell the trust company idea, an 
' “As a concrete example, let us as- | underwriter must be thoroughly 
UP TO DATE 1928 OPPORTUNITIES 
FOR THE RIGHT MAN 
L. Ordinary Life 5000 Special Contract. 
2. Personal Life Monthly Income for rejected risks. 
3. The best and most liberal sub-standard facilities. 
4. Children’s policies for Educational purposes from Age 1 day to 1¢ years. 
S. Total and Permanent Disability Clauses. 
6. — Indemnity clauses, paying double the face of policy in case of acc.dental 
These and many other new and unique features make 
“The Columbia” attractive to men. 
Address: S. M. CROSS, President 
INSURANCE COMPANY 
Cincinnati, Ohio 
| BIG OPPORTUNITIES IN TEXAS WITH 


GREAT REPUBLIC LIFE 
INSURANCE COMPANY 


of LOS ANGELES, CAL. 


This Company has attractive General Agency openings in Texas 
at Houston, San Antonio, Amarillo and other points in the States. Very 
attractive first year and renewal commissions and exceptional line of 
policies, If you have a satisfactory record of successful experience and 
are interested in building a profitable future with a progressive Western 
company, communicate immediately with W. H. Savage, Vice President, 
Great Republic Life Building, Los Angeles, Calif., who expects to visit 
Texas about May 1 and will arrange to see you personally. 


W. H. SAVAGE, Vice-President 


Great Republic Life Building, 756 So. Spring Street 
Los Angeles, California 
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CALIFORNIA OKLAHOMA 
Coates & HERFURTH » {COUNSELOR AT LAW 
CONSULTING ACTUARIES Fa meng be he : v cs» Surrender 
Barrett N. Coates + 354 Pine St. TE a Made, * Policies 
Carl E. Herfurth San Francisco and all Life Insurance Forms Pre- 
——. The Law of Insurance a 
speci . 
Colcord Bldg. OKLAHOMA CITY 
ILLINOIS 
ONALD F. CAMPBELL SS 
CONSULTING | 
ACTUARY | 
160 N. La Salle St. DO 
Telephone State 7298 | 
CHICAGO, ILL. | 
ENRY R. CORBETT 
Actuary | | 
Specializing on Pension Funds 
175 W. Jackson Blvd. CHICAGO | 
A. GLOVER & CO. | How much Life Insurance 
© Consulting Actuaries John McGee of Tonopah, 
128 mgr Wells oc a Nevada left his family 
ain ~<a | when he died? 
INDIANA You will find the answer in the 
Life Payments Localized Num- 
meee & - en ber of THE NATIONAL UN. 
8 DERWRITER, which will be 
FRANK J. HAIGHT, President uly 97 
INDIANAPOLIS out July 27. 
Omaha, Kansas City 
ABRY C. MARVIN OPPORTUNITIES 
Consulting Actuary 
2105 North Meridian St. 
INDIANAPOLIS, INDIANA sestin there bane 
re - eeet 
Thorough knowledge of the business as a 
IOWA salesman and sales manager. Nine years of 
special training. Five of which were spent 
in the Home Office in an official capacity. 
L. MARSHALL Address G-5, care The National Underwriter. 
*CONSULTING ACTUARY 
Hubbell Building 
DES MOINES, IOWA MR. AGENT 
MISSOURI Doyoucare forQUALITY? 
OHN E. HIGDON Age, Sound Experience, 
ACTUARY Low Cost, a Splendid Rec- 
224 Argyle Bldg., Kansas City, M 
a ch ord for over 67 years? 
NEW YORK Then why not take 
a General Agency for 
Mi M. Dawson & Son aitte 
CONSULTING 
PONSULTIN THE ST. LOUIS 
38 W. 44th St. New York City M UTUAL LIFE 
Our Agents and Policy Holders 
codward, Fondiller and Ryan Stick! Write: 
Consulting Actuaries 
Actuarial Service in all branches of In- A D 
“cogs” and) Appreaas™-Suitl ica Bari gency Department 
and Installati les a e 
oe, tnd runs gare —Clne » 3640 Washington Ave. 
Fulton St —. New York ST. LOUIS, MO. 


























| cqulened, or he will not succeed. He 
lconed be able to sell the Federal Reserve 
act, and the safeguards it places around 
the trust companies. An objection fre- 
quently met is that the client does not 


money in the hands 


|} want to leave his 

| Of a trust officer who may be crooked, 

| or perhaps the bank itself will fail. 

| Our reply to this is: ‘Where do you 

| keep your money now? In the bank, of 
course. Well, how do you know that 

bank will not fail today?’ 

| “Surround yourself with the knowl- 


edge that the trust companies are under 
the direct supervision of the United 
States and are inspected by the govern- 
ment every three months—and if the 
money held in trust is not invested to 
bring the proper returns, an account is 
demanded from the trust officers; that 
within a period of 20 years there is no 
record of shrinkage of trust funds held 
by such companies—and similar facts 
that tend to inspire confidence in their 
operation. I have sold a lot of good 
cases on the last fact mentioned. 

“A great many people think that the 
such 


banks are careless and neglect 
funds. They do not understand and 
are always interested when the truth 


is placed before them in the right way. 

“I find that by throwing business to 
the trust companies they reciprocate 
and I have written many a_ policy 
through this medium.” 


Is Fellow of Actuarial Society 
Taylor, actuary of the Life 
recently was awarded the 
Actuarial So- 
successfully 


Charles A. 
of Virginia, 
degree of fellow of the 
ciety of America, having 
passed the prescribed examinations. 


Appoints Two Assistant Counsel 


The law department of the Penn Mu- 
tual has two new officials, with the title 


of assistant counsel, appointed at tha 
last meeting of the trustees, Herbert 
Adam and Wm. W. Deacon. Mr. 


Adam joined the company in 1914. He 
is a graduate of Temple University law 
school in Philadelphia, and is professor 
of the law of insurance in that institu- 
tion. Mr. Deacon joined the Penn Mu- 
tual in 1901. He is a graduate of the 
University of Pennsylvania law school. 


Guardian Life’s Big June 


June, which was policyholders’ month 
with the Guardian Life, was one of the 
outstanding months in that company’s 
history. In all three respects—business 
written, issued, and paid for—new high 
marks were established for any June in 
the company’s 68 years. June was the 
fourth month in the first half of 1928 
in which the business written exceeded 
the best previous figure for the corre- 
sponding month in past years. 


Pacific Mutual Agents Elect 

A farewell luncheon closed the Pacific 
Mutual Big Tree Club’s annual conven- 
tion at the home office in Los Angeles. In 
attendance as well as in interest and en- 
thusiasm it was perhaps the most suc- 
cessful and inspiring meeting in the his- 
tory of the organization. A feature of 
the closing hour of the convention was 
the election of officers of the club for 
the ensuing year. W. W. Averett, Jr., 
of Lynchburg, Va., was elected presi- 
dent; Charles F. 


first vice-president; O. S. James, 


phis, Tenn., second vice-president; Miss 
Isabel L. Daugherty, Los Angeles, sec- 
retary and treasurer. 


= ——— 
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|} named as beneficiaries. 
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COMPANY OFFICIALS TO 
DIRECT BIG CONVENTION 


PREPARE TO GREET AGENTS 

Northwestern Mutual Life Expects 

Over 1,000 Producers at Annual 
Meeting at Milwaukee 


MILWAUKEE, July 19.—The North- 


western Mutual Life is ready to wel- 
come 1,000 or more of its age nts here 
next week, when the company’s asso- 


ciation of agents holds its annual meet- 
ing at the home office. 

There are four divisions of the pro- 
gram this year, devoted to various 
phases of the business from the stand- 
point of the Northwestern Mutual Life. 
a main theme on Monday will be 

Capitalizing Our Strength.” Tuesday 
morning, the “Company” will be under 
discussion and in the meeting that 
afternoon the speakers will discuss the 


“Product,” or the contracts of the com- 
pany. The “Agent” will be the topic 
for the closing session Wednesday. 

W. D. Van Dyke, president of the 
company, will sound the note of wel- 
come Monday morning and a response 


on behalf of the agents will be made by 
Paul M. Smith, president of the asso- 
ciation of agents this year. This will 
constitute the only business Monday. 

The annual dinner given by the com- 
pany will be held Tuesday evening. B. 
J. Stumm, district agent at Aurora, IIL, 
and chairman of the standing commit- 
tee this vear, will be chairman, and 
Herbert N. Laflin, assistant counsel, 
will be the toastmaster. 

Dr. Charles Mayo of the Mayo 
Srothers’ clinic, Rochester, Minn., and 
George W. Blanchard, Wisconsin state 
senator, are the principal speakers. 


Can Use Government Policies 


In a statement given out by Walter 
S. McLucas, president of the Trust 
Company Division of the American 
Bankers’ Association, he points out that 
the government life insurance policies 
held by veterans of the World War 
can be made a part of a life insurance 
trust program under a revision of the 
federal law adopted during the last days 
of Congress. Mr. McLucas said that in 
many cases medivtdnele have wished to 
combine their government policies with 
commercial policies into a single life 
insurance trust, but heretofore have been 
prevented by the law, which did not al- 
low banks and trust companies to be 
The change re- 


| cently made by Congress, first petitioned 


Linder, Oklahoma City, | 
Mem- | 


by the trust company division of the 
American Bankers’ Association, now 
permits the use of these policies in these 
trust plans. 


Kansas City Life Summer Campaign 

The Kansas City agency of the Kan- 
sas City Life is conducting an unique 
contest for July and August. Percent- 
age of excellence will be based on 
regularity of interviews per day, hours 
spent in field and attendance at agency 
meetings, with five interviews a day and 
six hours of field work graded 100 per- 
cent. 

Prizes will be awarded to agents with 
highest percentage of excellence, largest 
number of applications and highe st vol- 
ume of business submitted. This plan 
was devised by the educational director. 


Walter Cluff. 





. N. WARFIELD, President 
3: BARRY MAHOOL, Vice-President 








Eureka-Maryland Assurance Co. 
OF BALTIMORE, MD. 


«ncorporated Under the Laws of Maryland, 1882 
WE ISSUE 


STANDARD ORDINARY AND INDUSTRIAL POLICIES 


A. W. MEARS, Secretary 
DR. EDWARD NOVAK, Medical Director 
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